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Like Inawtance Edition 


if 
vou 
want 
ACTION 


ina 
BILLION 
dollar 
market 


you'll pick 
The Columbian 
National 
Life Insurance 
eoxelaaler-lahs 





action with a company big enough 
to meet competition —small enough to 
give YOU recognition 


a market bulging with potential business 
in Life, Accident & Health, Hospitalization, 


Group, Junior Group and Pension Plans 


a company with more than one-half 
billion in force now offers available men 
of managerial caliber UNLIMITED 
OPPORTUNITIES... 
openings in Cleveland; Springfield, 
Brockton and Boston, Massachusetts; 
Chicago; Philadelphia; Detroit; 
Washington, D.C.; Portland, Maine 


immediate 


if you are interested tn any of the above areas 
or if there is no Columbian National general 
write to: 


agent or manager in your area, 


Fred S. Sibley, 

Vice President and Director of Sales 

The Columbian National Life Insurance Company 
77 Franklin Street 
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Take a LOOK at these... 


Life Plans 
Econ-o-life (Endowment at 90)— Special $10,000 
minimum, participating premiums as low as any 
you'll find. 
Thriftmaster (Endowment at 90, paid up at 65) 
— Special $10,000 minimum, competes anywhere. 


Modified Three and Five — designed especially 
for today’s young executive market. 


Endowment Plans 
Super 60 —special endowment at age 60 with 
return premium death benefit — the most copied 
plan on the market! 
Retirement Income Series —A complete line 
featuring flexible retirement dates and different 
income options. 


Attractive Annuities 


A complete portfolio, both annual and single 
premium. Flexible retirement dates and options. 


A Host of Low Cost Term Plans 
and Riders 
Level Convertible 5, 10, 15 Year Term Policies. 
5 Year Renewable Term — Convertible to 60, 
renewable to 65. 


Term to Age 65 — Convertible to 60. 
10, 15, 20, 25, 30 Year Decreasing Term Plans. 
New Low Cost Multiple Protection Rider — level 


term (with 20% increase in death benefit first 
3 years). 10, 15, 20 year periods — convertible. 


Plus 

Supplementary Benefits — Waiver of premium 
and $10 monthly disability income per $1000 
face amount, coverage to age 60. Low Waiver 
of Premium rates. Reduced rates on D. I. Most 
plans available from age 0 up. 

Liberal non-medical privileges, with increased 
amount limits. 

A complete line of policies for Pension Trust. 


Group life plans for small or large groups. 


The plans listed above are only a few of the many shown in the 1957 Rate Book. 
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Institute Shifts 
Ad Program to Hit 
Inflation Menace 


‘Save an Extra Nickel Out 

of Every Dollar’ Is Theme; 

Will Begin in Mid-March 
By Robert B. Mitchell 


NEW YORK—Mobilizing its total ad- 
vertising effort against the new up- 


surge of inflation, 
Institute of Life 
Insurance has just 
made a major and 
immediate change 
in its advertising 
program, effective 
in mid-March. 

In a letter to all 
member compan- 
ies, Frederic W. 
Ecker, institute 
chairman and Me- 
tropolitan Life’ s 
president, said the 


institute believes a strong advertising 
program telling the average American 
what he can do to help stem the tide 
of inflation “will lead others to join 
us and will have a national impact.” 

The seriousness of the latest infla- 
tionary surge can be judged by the 
institute’s decision interrupt its cur- 
rent campaign, which Mr. Ecker in 
“most successful.” 
This has been running since October, 
1955, and is built around the theme, 
“When Someone’s Counting on You 
..» YOU Can Count on Life Insur- 


Mr. Ecker said that in the opinion 
of the institute’s committees and staff 
the inflationary threat 
significance to the public and of such 
importance to the life insurance busi- 
hess as to warrant turning aside from 
the scheduled campaign. 

The theme of the new campaign is 
stated in an advertisement carrying 
the headline, “Everybody Agrees In- 
flation Is Bad 
Think It’s Inevitable. Is it?” The ad 


is of such 


- But Too Many 


“Some people think that creeping 
inflation and the rising prices which 
follow in its wake are the cost of con- 
tinuing prosperity. 

“We in the life insurance business 
disagree, and we believe something 
can be done about it. We invite your 
help, because the business of keeping 
the economy sound is a many-sided 
job which calls for the help of all 


“Let’s start with something that 
each and every one of us can do. If 
each one of us will save only an extra 
nickel out of every dollar we earn, 
we will strike a mighty blow against 
inflation and rising prices. 

“This extra nickel saved by each of 
us can add up to a total of $14 billion— 
money which is urgently needed to 
finance more factories, homes and 


“But that’s only one side of the 
(CONTINUED ON PAGE 28) 


NW Nat’! Answers 
Nationwide Suit, 
Says By-Law Invalid 


MINNEAPOLIS—To__ counteract 
court action brought recently by Na- 
tionwide Corp. of Columbus, O., to gain 
control of Northwestern National Life, 
the latter this week went into federal 
court to have one of its by-laws de- 
clared invalid. The by-law, an amend- 
ment to the company’s articles of in- 
corporation which was adopted in 1931, 
required that a majority of stock be 
represented at the annual meeting. 

Nationwide, which held a majority 
of Northwestern stock, absented itself 
from Northwestern’s Jan. 28 annual 
meeting. Northwestern, however, went 
ahead with the meeting, contending 
that because it is a mutual as well as 
a stock company, policyholders were 
entitled to vote and the management 
controlled the vast majority of these 
votes. 

Nationwide then filed suit, attacking 
the legality of the Jan. 28 meeting on 
the grounds that there were not 
enough stockholders present to consti- 
tute a quorum. 

In its court action this week, North- 
western argued that the 1931 by-law is 
in conflict with Minnesota law, and 
moreover, was approved by less than 
7% of the eligible participating policy- 
holders at the 1931 meeting. Attorneys 
for the Minneapolis company further 
contend that the by-law was inconsist- 
ent with a section of the articles of in- 
corporation which provides that “no 
amendment shall be adopted depriving 
holders of policies then outstanding of 
the right to vote.” 


Philadelphia Leads 
Large Cities in Rate 


of Ordinary Increase 


Philadelphia led large U. S. cities 
in the rate of increase in ordinary 
life sales in January with 46%, ac- 
cording to LIAMA. 

Other major cities and their percen- 
tage rates of increase were Boston, 21; 
Chicago, 31; Cleveland, 23; Detroit, 
24; Los Angeles, 30; New York, 8; and 
St. Louis, 29. 





Dr. Arthur N. Jay, medical director 
of State Life of Indiana, will address 
a March 13 meeting of Indiana Home 
Office Underwriters Assn. in Indian- 
apolis. The doctor’s topic will be 
“Clinical Medicine versus Life Insur- 
ance Medicine.” 





Allstate to Enter 
Life Field With 


$5 Million Company 

Allstate announced this week at 
a press conference at Chicago that 
it is entering the 
life business 
through organiza- 
tion of Allstate 
Life,awholly 
owned subsidiary 
of Allstate capital- 
ized at $5 million, 
with $1 million as 
capital and $4 mil- 
lion as_ surplus. 
Allstate, ‘which in 
turn is a subsid- 
iary of Sears, Roe- 
buck & Co., had 
assets at the end of 1956 in excess of 
$379 million. 

The new Allstate Life will be at 
least the sixth life company to be 
formed as a running-mate to large fire 





C. B. Kenney 








E. J. Mullen 


D. W. Ellis 
and casualty companies in the last two 
years and the second such formation 
this year. In January, General of Seat- 
tle group announced the formation of 
General Life of America, _real- 
ized at $5 million. 

Although Allstate has been seriously 
considering entering the life business 
during the past 15 months, it was only 
last week at the directors’ meeting 
that approval of the venture was re- 
ceived. Since then the company has 
received approval of its charter for 
incorporation in Illinois and expects 
to have its certificate of authority to 
begin business in Illinois withn a few 
weeks. 

The new company whch will be 
housed in the Allstate home office at 
Skokie, Ill., hopes to be selling ordin- 
ary life and a couple limited payment 
plans in Illinois by Aug. 1. 

Although the company will begin 
business in Illinois only, it plans to 
spread as “rapidly as possible” to all 
48 states, marketing life insurance 
(CONTINUED ON PAGE 2) 








Late News Bulletins... 











s a s 

Court Upholds Fireman's Fund in FTC Case 

U. S. ninth court of appeals at San Francisco has unanimously ruled thai 
Fireman’s fund of San Francisco was within its rights in resisting a Federal 
Trade Commission subpoena to submit its A&S advertising material for re- 
view. Judge Fee, who wrote the opinion, did not rule in the broadest way on 
the question of jurisdiction under public law 15, however. The company had 
refused to submit its advertising and resisted the subpoena on grounds that 


FTC lacked jurisdiction. 
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National Monetary 
Commission Urged 
by Company Groups 


Shanks Statement Favors 
Pending Congressional 
Proposal as Inflation Curb 


WASHINGTON —It is essential that 
the national monetary and financial 
system contain ef- 
fective safeguards 
against excessive 
inflation “which 
maywelllead 
from boom to bust, 
impairing proper- 
ty values, destroy- 
ing business con- 
fidence and work- 
ing severe hard- 
ships upon those 
least able to bear 
them,” said Presi- 
dent Carroll M. 
Shanks of Prudential in a statement on 
behalf of American Life Convention 
and Life Insurance Assn. of America 
endorsing the pending congressional 
proposal to create a national mone- 
tary commission to study monetary 
and financial policy. 

Mr. Shanks is chairman of the joint 
ALC-LIA committee on economic pol- 
icy. 

Mr. Shanks pointed out that a 
soundly based money and financial 
system calculated to permit adequate 
financing of increasing productive ca- 
pacity and properly responsive to the 
basic needs of the economy is impor- 
tant to the maintenance of a high 
level of national prosperity but he 
warned that there must be effective 
safeguards against inflation. 

Life insurance, he said, as a seller 
of a basic financial product, derives 
an advantage from a free and expan- 
sive market and because life company 
reserves constitute a prime source of 
investment funds, a broad field of 
sound and stable investment oppor- 
tunity is of great benefit to policy- 
holders. 

“On the other hand,” he said, “as 
trustees for the modest savings of 
more than 100 million Americans, we 
have a responsibility to support the 
integrity of the dollars entrusted to 
us for the purpose of providing life 
insurance protection to dependents or 
to assure financial independence for 
our policyholders in their old age.” 

Mr. Shanks pointed out that as the 
economy becomes more expansive and 
more complex it is increasingly sensi- 
tive to monetary and financial pol- 
icies and mechanisms. For this rea- 
son, the problem of maintaining an 
adequate but not excessive money 
supply, wisely adjusted to productiv- 
ity and soundly responsive to eco- 
nomic needs, becomes more compli- 
cated. 

There has been no thorough, over- 
all study of the present system for 

(CONTINUED ON PAGE 28) 
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No Exceptions to 
March 15 Deadline, 
MDRT Chief Warns 


March 15 is the final deadline for 
applications for the 1957 Million Dol- 
lar Round Table and absolutely no 
exceptions can be made for qualifica- 
tion papers not postmarked March 15 
or earlier, according to a final warning 
from MDRT chairman Howard D. 
Goldman of Richmond. 

Mr. Goldman, who is Virginia state 
general agent for Northwestern Mu- 
tual Life, said that every year there 
are distressing cases where an appli- 
cant has failed to meet the deadline. 
However, the March 15 deadline is 
plainly stated in the by-laws and it is 
not within the discretion of the execu- 
tive committee to make any excep- 
tion whatever. 

Occasionally a life member will as- 
sume that it is not necessary for him 
to file, but the requirement is just as 
binding on life members as on the 
first time qualifier. Mr. Goldman em- 
phasized applications are to be sent to 
MDRT Headquarters Room 2121, 1 
North LaSalle street, Chicago 2, Ill. 





Form Unit at Enterprise, Ala. 

A new unit of National Assn. of Life 
Underwriters has been formed at En- 
terprise, Ala. William F. Owens, Liber- 
ty National Life, is president; Fred J. 
Donaldson, New York Life, vice-pres- 
ident. Harry L. Glider, Massachusetts 
Mutual, is secretary. 









PENNSYLVANIA + OHIO * ILLINOIS. 
INDIANA « MARYLAND + DELAWARE 
KENTUCKY + TENNESSEE - ARKANSAS 
LOUISIANA + MISSISSIPPI - FLORIDA 


Special Ground Fioor 
Opportunities Available 


to GENERAL AGENTS... 
LIFE ACCIDENT & SICKNESS 
HOSPITALIZATION - GROUP 


MORE COMPETITIVE . . .L.I.C.A. offers a complete portfolio—policies 


filled with unusual selling features . . 


Franklin, Wright, Huebner Enter Hall 
of Fame at Crowded Columbus Session 


BY JAMES C. O’CONNOR 


COLUMBUS—Benjamin __ Franklin, 
founder of the first insurance company 
in the United States, Elizur Wright, 
founder of state supervision, and Dr. 
S. S. Huebner, pioneer in insurance 
education and now emeritus professor 
at University of Pennsylvania, are the 
initial members of the Insurance Hall 
of Fame, which was established at 
Ohio State University last week. 
The announcement and presentation, 
which occurred at a crowded luncheon 
packed with insurance celebrities, cli- 
maxed a crowded day, in which vir- 
tually every insurance organization in 
the state participated. Events included 
a fire and casualty sales conference, 
life agency management conference, 
the conclave of insurance students of 
Ohio State, Bowling Green and Miami 
Universities and the annual competi- 
tion of insurance papers by graduate 
and undergraduate students. 

Many state officials, including Gov. 
O’Neill and Superintendent Vorys, at- 
tended the luncheon, in addition to 
President N. G. Fawcett and other top 
officers of the university. W. L. Smith, 
Jr., Philadelphia, president of Phila- 
delphia Contributionship for the In- 
surance of Houses from Loss by Fire, 
the company which Benjamin Frank- 
lin founded in 1752, accepted for him 
and Commissioner Humphreys of Mas- 
sachusetts accepted for Elizur Wright. 
















. loaded with advantages you can 


get your teeth into — and really S-E-L-L! 


MORE MERCHANDISING .. .We offer a hard-hitting, sales produc- 


ing program, from “mail to sale”. Everything furnished to you without charge. 


MORE ADVERTISING .. . We help you develop sales potential 


through local advertising, direct mail, quality-lead programs. 


MORE MONEY FOR YOU .. .j This is truly a “ground floor” situ- 
ation. L.I.C.A.’s vigorous building program spells O-P-P-O-R-T-U-N-I-T-Y 


for you! 


INVESTIGATE AT ONCE! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 


LIFE » A and S « GROUP - HOSPITALIZATION 





Dr. Huebner received his medal per- 
sonally and spoke briefly, pointing to 
what insurance education has done for 
the agency forces since 1910. Previous- 
ly, such education and study as was 
available was almost exclusively actu- 
arial, engineering or otherwise at the 
home office level. Now, in addition to 
the wealth of textbooks and courses 
available to college students and edu- 
cation and training available to all 
agents, from the CLU and CPCU lev- 
els down, high schools are adding in- 
surance courses at the rate of about 
400 per year. 


The Hall of Fame is a project of the 
Charles W. Griffith Memorial Founda- 
tion, named for a young Columbus 
CLU. His parents, Mr. and Mrs. War- 
ren Griffith, were present and took a 
bow. R. B. Sherman, Cleveland, state 
agent Northern of London, past presi- 
dent of the foundation, who presided 
at the presentation, explained the his- 
tory and activities of the foundation. 
He credited Prof. J. S. Bickley, who 
has been a wheelhorse in the founda- 
tion’s activities and who carried the 
major load in arranging and staging 
the day’s ambitions program, with 
originally suggesting the Hall of Fame. 
Prof. Bickley, who was so busy that he 
did not even attempt to sit down at 
the luncheon, was dragged into the 
room and given a round of applause. 

J. C. Hiestand, LeRoy, O., president 
Ohio Farmers, read the citations and 
W. S. Owen, Atlanta, vice-president 
Life of Georgia, acted as chairman of 
the board of electors. Dr. E. L. Bowers, 
chairman of the university’s economics 
department, himself a pioneer insur- 
ance educator, introduced Dr. D. W. 
Gregg, Philadelphia, president Ameri- 


aaa 
can College of Life Underwriters, the 
principal speaker. 

Dr. Gregg, who has been actiye in 
recent studies of the family finang 
problem, built his talk around quota. 
tions of Benjamin Franklin about the 
need for hard work and for spendj 
less than one earns. He discussed Some 
of the startling facts on modern jp, 
stallment buying which recent sury, 
have revealed, including the high per. 
centage of student withdrawals from 
college being due to trouble mak. 
ing automobile installment Payments 
When a young man places his automo. 
bile ahead of his education, it is ob, 
vious that both schools and insurang 
men have a lot of work to do. Dp 
Gregg urged his audience to support 
local courses, in and out of schools, on 
family finance. Not only will this help 
the public to meet a major problem, 
but it cannot fail to help the insurang 
business, since it will teach more pep. 
ple the need for insuring human Val- 
ues and property values. 

e 2 o 

Don Hooper of Columbus won the 
prize in the graduate students’ divi- 
sion with his paper on the Service 
men’s and veterans’ survivor benefits 
act of 1956. In the undergraduate diyi. 
sion, there was a photo finish, with 
W. L. Trenary’s presentation of com. 
petition vs state monopoly in work. 
men’s compensation nosing out T, J 
Stein’s discussion of the variable an. 
nuity. Both students are from Celina 
and will graduate from Ohio State this 
June. Judges of the oral presentation 
were W. H. Hale, Columbus, secretary 
Permanent; W. F. Hanselman, Cincin- 
nati, vice-president Union Central 
Life; R. A. Rennie, Columbus, vice- 
president Nationwide group; Sam 
Garwood, Jr., insurance manager Co- 
lumbus & Southern Ohio Electric Co, 
and J. C. O’Connor, Cincinnati, execu- 
tive editor Fire, Casualty & Surety 
Bulletins of The National Underwriter 
Co. 








Allstate to Enter Life Business 


(CONTINUED FROM PAGE 1) 





through its 3,000 auto and fire agents 
who will be trained to sell life insur- 
ance as a side line. 

Calvin Fentress Jr., chairman of All- 
state, said plans are for Clarence B. 
Kenney, executive and senior vice- 
president of Allstate, to head up the 
new life company as president. Davis 
W. Ellis, who has been sales vice-pres- 
ident of Allstate, will be vice-president 
in charge of sales development for the 
new company, while Edward J. Mullen, 
former Veterans Administration actu- 
ary, will be actuary. Mr. Mullen joined 
Allstate last summer to help with re- 
search prior to the decision to enter 
the life business. 

Mr. Kenney told the press conference 
that while Allstate plans to start out 
with standard life forms, it hopes to 
follow this up rapidly with term in- 
surance and maybe eventually group 
and A&s. 


Mr. Kenney said the agents commis- 
sion for the sale of life insurance will 
be lower than standard commission 
rates as set for companies operating in 
New York state. However, he ex- 
plained, Allstate agents will enjoy the 
benefits of free office space in All- 
state insurance centers, many of which 
are located in Sears, Roebuck stores 
throughout the nation. They also will 
have available as prospects some 4,- 
200,000 fire and auto policyholders. 

Allstate, the parent company, is a 
young giant in the automobile insur- 
ance field. Last year its premiums 


amounted to $283 million. It is the 
second largest writer of automobile in- 
surance in the U. S. 

Allstate was organized in 1931 asa 
wholly owned subsidiary of Sears Roe- 
buck & Co., and has had previous ex- 
perience in the life field when there 
was a running mate company, Her- 
cules Life, from 1934 to 1938. Hercules 
Life was owned by Sears, and in 193 
reinsured the Old National Life of the 
U. S. A. The company was sold in 
1938 to Washington National. 

e J o 

The Allstate officers were asked 
about the controversy last year in Tex- 
as over the name of a new compaly 
there, All-States Life. Henry Moser, 
general counsel, said the decision of 
the federal court to allow All States 
Life to retain its name has been ap- 
pealed to the U. S. circuit court and 
briefs will be filed this month. An 
argument on the case will be heard 
probably in May, and Allstate hopes to 
have the use of the name All States 
Life enjoined. The suit against All 
States Life was brought by Sears and 
Allstate, on the contention that the 
name was confusing in that Allstate 
is a national organization affiliated 
with Sears and has built a reputation 
in affiliation with Sears. People deal- 
ing with All-States Life might believe 
they were dealing with the Sears coml- 
pany, it was argued. 





The basic portfolio of A&S policies 
of Protective Security Life of Los Al 
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McNamara of Wis. 
Tells Candidacy 
for Trustee of NALU 


Francis G. McNamara, general agent 
for Old Line Life of Milwaukee at 
Waukesha, Wis., 
will be a candi- 
date for the office 
of trustee of Na- 
tional Assn. of 
Life Underwriters, 
according to Wil- 
liam H. Pryor, 
national commit- 
teeman for Wis- 
consin Assn. of 
Life Underwriters. 
The announce- 
ment followed en- 
dorsement of Mr. 
McNamara by the Wisconsin associa- 
tion and 14 member associations 
throughout the state. 

Widely known among NALU wheel 
horses, Mr. McNamara has held all of 
the offices of the Wisconsin associa- 
tion and has been chairman of its com- 
mittee on national affairs since 1950. 
During his term as president of the 
Wisconsin association, Mr. McNamara 
sparked the establishment of the Uni- 
versity of Wisconsin seminar in ad- 
vanced life underwriting. He also has 
played a leading part in the develop- 
ment of the LUTC movement in Wis- 
consin, and in the state association’s 
biennial dealings with the Wisconsin 
legislature. 

At the national level, Mr. McNamara, 
in addition to numerous committee 
assignments, has served as regional 
vice-chairman of the committee on 
membership and is currently chairman 
of the committee on resolutions. He 
is known for his association with Wis- 
consin’s famed “Cheeseroom” at Na- 
tional conventions. It has been esti- 
mated that he has distributed close 
to 1,000 pounds of Wisconsin cheese 
to NALU delegates and visitors. Can- 
didate McNamara has been in the life 
business for 30 years. 


Jack White Quits 
Race for NALU Post 


Jack White, a trustee of National 
Assn. of Life Underwriters and man- 
ager for Pruden- 
tial at Los Angel- 
es since 1940, is 
withdrawing his 
name as a candi- 
date for secretary 
of the National 
Assn. of Life Un- 
derwriters. In 
making his an- 
nouncement, 
which came as 
somewhat of a sur- 
prise to many in- 
d surance men, Mr. 
White said that he did so with great 
tegret because of his deep interest in 
the association. However, he said he 
felt obliged to withdraw for personal 
Teasons and because of the demands 
of his agency. 

It was reported last December that 
Mr. White was endorsed for secretary 
of NALU by the California Assn. of 
Life Underwriters, Los Angeles Life 
Underwriters Assn., and Los Angeles 

gers Assn. 

Mr. White is now serving his sec- 
ond term on the NALU board. He has 
held all offices in the Los Angeles Life 
Underwriters Assn. and in the Los 
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Jack White 


Angeles CLU chapter. He is also a 
member of the NALU committee on 
conservation and is chairman of the 
associations committee, which is re- 
sponsible for NALU leadership train- 
ing, workshop program, and executive 
secretary training activities. 


Back Pritchard for Next 
Step up NALU Ladder 


Indiana and Indianapolis Assns. of 
Life Underwriters have adopted a joint 
resolution giving 
unqualified recom- 
mendationsof 
Oren D. Pritchard 
as candidate for 
vice-president of 
National Assn. of 
Life Underwriters. 
Mr. Pritchard, 
manager at Indi- 
anapolis for Union 
Central Life, is 
now secretary of 
NALWU. He rose un- 
contested to this 
office from trustee 
at the annual 
meeting of NALU last year. 


Chicago CLUs Slate 
Economic Conference 


The 1957 economic conference of 
Chicago CLU chapter will be held at 
the La Salle hotel, March 13-14 from 
9:15 a.m. to 12:15 p.m. Subject of the 
first session is “Estate Planning To- 
day,”’ and George J. Laikin, attorney, 
and Harry R. Schultz, Mutual Life of 
New York at Chicago, will be the 
speakers. 

“Mass Coverages” will be the topic 
of a panel discussion planned for the 
second session. Joshua B. Glasser, 
Continental Assurance, Chicago, will 








O. D. Pritchard 








moderate. Arthur M. Browning, vice- 
president, New York Life, will discuss 
hospital, surgical and medical cover- 
ages. Group creditors insurance will 
be discussed by Joseph B. Gatts, Pru- 
dential director of group sales and 
service. Merle A. Gulich, vice-presi- 
dent of Equitable Society, will speak 
on accidental death and dismember- 
ment and group casualty coverages. 
The field of group life and pensions 
will be covered by Peter Hondorp, 
associate actuary for Continental As- 
surance. Robert W. Osler, vice-presi- 
dent of Rough Notes, will comment on 
Blue Cross-Blue Shield. 

Earle S. Rappaport, Pacific Mutual 
Life general agent at Chicago, is pres- 
ident of the Chicago CLU chapter, and 
Robert J. Murphy, Prudential man- 
ager at Chicago, is program chairman. 





R. N. Boulton Joins 
LIAMA as Consultant 


Richard N. Boulton, until recently 
sales promotion manager for Phoenix 
Mutual, has joined 
LIAMA as consul- 
tant in company 
relations. In addi- 
tion to consulting 
with companies, he 
will serve on the 
faculty of LIAMA 
schools and con- 
tribute to LIAMA 


publications for 
agents and man- 
agers. 


With 10 yearsin 
Phoenix Mutual’s 
agency depart- 
ment, Mr. Boulton has had consider- 
able experience in prospecting and 
market development. Originator of the 
company’s monthly bulletin on pro- 
specting, he has conducted clinics in 
this field throughout the country. 


R. N. Boulton 
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ing period. 


confidence. 


Address Box T-9, 





Rapid-growing, progressive, mid-west company operat- 
ing in forty-seven states, with well over a billion dollars 
of life insurance in force and writing both life and A&S, 
has opening for capable experienced individual to super- 
vise agencies of eight-state area. Position has become 
available due to promotion; our entire staff knows of 


Individual selected must have successful selling and 
recruiting experience, be well-versed in technical areas 
of agency management and capable of directing and 
motivating agencies in the life and A&S fields. 


Five-figure income assured upon conclusion of train- 


In replying, please be specific: education, experience, 
insurance affiliations, income, present connection and 
reason for desiring change. All replies held in strict 


c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 











Fraser to Retire as 
Connecticut Mutual 
Chairman on May 17 


Chairman Peter M. Fraser of Con- 
necticut Mutual will retire May 17 as 





P. M. Fraser C. J. Zimmerman 


an officer of the company. Charles J.° 
Zimmerman, president since July, will 
assume the duties of chief executive 
officer. 

Mr. Fraser, who revealed his in- 
tentions to the board following the 
policyholders’ annual meeting, said he 
had been planning early retirement 
for several years. He is 65, but under 
the company’s retirement plan he 
could continue working until age 70. 

“Actually I’ve been turning the 
reins over to younger management for 
some time,” Mr. Fraser said. ‘The 
company now is at a peak of strength 
in human as well as financial re- 
sources. We have a splendid manage- 
ment team headed by President Zim- 
merman and our future never looked 
brighter. I can’t think of a nicer set 
of circumstances under which to re- 
tire.” 

e * ° 


Mr. Zimmerman, former managing 
director of LIAMA, received his early 
life insurance training from Mr. Fras- 
er, serving in the Fraser agency of 
Connecticut Mutual at New York from 
1926 to 1931. He headed Connecticut 
Mutual agencies at Newark and Chi- 
cago before entering the navy in World 
War II. 

Mr. Fraser will remain as a director 
and will serve as chairman of the fi- 
nance and executive committees. 

Mr. Fraser has spent more than 50 
years in the life insurance business. 
Before he joined Connecticut Mutual 
in 1918 as a general agent, he had 
been successively office boy, agent and 
agency supervisor of Mutual of New 
York. 

As general agent in New York, he 
built one of the largest and most suc- 
cessful agencies in the United States. 
Starting from scratch, his agency af- 
ter 10 years was producing 20% of the 
company’s total new business. 

He went to the home office as vice- 
president in 1930 and succeeded James 
L. Loomis as president in 1946. He 
was elected chairman at his own re- 
quest two years ago when he told the 
board he wished to concentrate more 
of his time on investment operations. 





Victory Life Purchases 
Jackson Life, Memphis 


Victory Life of Topeka has bought 
Jackson Life of Memphis, which has 
$2,487,161 in assets and about $40 mil- 
lion of life insurance in force. This 
acquisition gives Victory Life a total 
of $39,789,518 in assets and a com- 
bined total of about $180 million of 
insurance in force. The Tennessee 
company will be operated as a divi- 
sion of Victory Life. 
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More Re ports Given of 
Record 1956 Business 


OCCIDENTAL LIFE OF CAL. 


Occidental Life of California had 
sales in 1956 of $1,111,149,497, an in- 
crease of $46,540,560 above 1955, bring- 
ing total life insurance in force to 
$6,707,322,930, including $3,755,056,058 
under individual policies and $2,952,- 
256 872 of group life. Total insurance 
in force gained $612,847,140, including 
$419,078,055 of ordinary and $193,769,- 
085 of group. 

A&S premiums reached a_ record 
$70,575,499, up $8,623,653 over 1955. 
Assets increased $52,104,347 to a total 
of $569,544,840. 

Benefits paid to policyholders and 
beneficiaries passed the $100 million 
mark to a total of $109,892,773 as com- 
pared with $94,030,472 in 1955. Total 
benefits paid by the company since 
its founding in 1906 rose to $687,491,- 
395. 


During 1956 Occidental placed on 
the market more than a dozen new 
and revised policy plans, including 
new individual major medical A&S 
and non-cancellable disability insur- 
ance, plus new juvenile and group 
“package” plans designed for small 
businesses. 


METROPOLITAN LIFE 


Metropolitan Life’s 1956 life insur- 
ance sales totaled $7,186,857,410, up 
10.3%, exclusive of $1,644,173,797 in 
additions to existing group contracts. 

Ordinary life sales were a record 
$4,667,351,757, up 18.6%. Group life 
sales, exclusive of the additions, came 
to $2,306,682,807, up 3%. Industrial 
life sales totaled $212,822,846, down 
36%. 

Life insurance in force climbed to 
$72,883,395,165, up $6,755,274,219, the 
largest amount in force in any com- 


pany. The total consisted of $33,976,- 
074,442 of ordinary, $28,030,362,760 of 
group and $10,876,957,963 of industrial. 

A&S sales were up 28%. Policy- 
holders covered for weekly accident 
and sickness benefits totaled 3.3 mil- 
lion, up 100,000, while those insured 
for hospital, surgical and medical cov- 
erage climbed to 6.4 million, up 600,- 
000. A total of 40 million persons were 
covered by policies of all kinds, up 1.7 
million. 

Payments to policyholders and ben- 
eficiaries totaled $1,330,661,546, up 
$124,805,483. Death benefits accounted 
for $428,962,370 of the total, up $33,- 
348,842. Benefits, excluding dividends, 
to living life policyholders totaled 
$357,079,600, up $25,804,132, and to 
A&S policyholders totaled $259,566,- 
083, up $48,494,171. Dividends to pol- 
icyholders amounted to a record $285,- 
053,493, up $17,158,338. 

Assets rose to $14,785,074,560, up 
$849,444,643. Obligations were $13,- 
907,193,278. Statutory reserves were 
$12,348,752,311. Policy proceeds left 
with the company and other obliga- 
tions totaled $1,558,440,967. Surplus 
funds held for future contingencies 
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THE A B C PLAN 


Again, the Lincoln National man has 
a new plan in his sales kit. This time 
it’s a pre-authorized check plan—the 
ABC Plan. 

This Automatic Bank Check Plan 
appeals to clients and agents alike 
because it’s convenient and inexpen- 
sive, and it minimizes the chance of 
lapse through oversight. 

Lincoln National’s ABC Plan is an- 
other reason for our proud claim that 
ENL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates Its Character 








amounted to $877,881,282, which js 
6.3% of obligations. 

At year’s end, 53% of the assets 
were invested in corporate securities 
9% in U. S. and Canadian govern. 
ment securities, 26% in city and farm 
mortgages, 4% in housing and other 
real estate and 4% in policy loans 
The remaining 4% was in cash and 
other assets. 

Interest earned, after deducting in. 
vestment expenses, on total investeq 
assets and cash on hand was 3.67%, 
up .19%. After federal income taxes, 
the return was 3.39%, up .19%. 

New long term investments made 
last year totaled $1,930,000,000 at an 
average interest rate, after investment 
expense but before federal income 
taxes, of 4.12%. New mortgage loans 
on homes and other city properties 
totaled a record $900,500,000, up 18%. 
Total investment in city mortgages 
was $3,576,000,000. Farm mortgages 
outstanding totaled $264,500,000, up 
$33.5 million. New farm mortgage loans 
made last year totaled $68 million. 


LIFE OF GEORGIA 


Life of Georgia’s premium income 
was $50,583,860, of which $8,572,841 
was from A&S. Surplus was increased 
to $9,725,605, up 26%. Assets rose to 
$140,251,075, up 12%. Rate of earnings 
from investments was 3.44%. 

Life in force rose by $111,430,826 to 
$1,353,950,781, of which $340,044,671 
was ordinary, $38,068,587, group, and 
$975,837,523, weekly. 

Benefit payments amounted to $14- 
211,624, of which $4,072,898 was for 
A&s. 


NATIONWIDE LIFE 


Nationwide Life’s insurance in force 
in force in 1956 increased by $156,263,- 
000 to $1,007,248,000. The company had 
an operating gain before federal in- 
come taxes of $2,159,000. Direct writ- 
ten premiums of $20,094,000 reflect a 
13.5% increase over 1955. Assets in- 
creased $14,216,000 to $96,107,000. Sur- 
plus increased $1,096,000 to $9,544,000. 


NEW YORK LIFE 


New York Life’s ordinary life sales 
in 1956 exceeded the $2 billion mark 
for the first time, totaling $2,041,384, 
780, up $240,843,680. 

Group life sales also set a record, 
amounting to $458,200,083, up $97,- 
428,612. Combined ordinary and group 
life sales were $2,499,584,863, up $338,- 
272,292. 

New premiums from group life and 
A&S sales were $14,629,000, up $2,- 
484,957. Personal A&S_ sales also 
reached a new high with $2,780,913 of 
new premiums, up $974,422. 

Life insurance in force at year’s end 
totaled $16,846,953,127, up $1,787,017,- 
705, consisting of $15,244,867,695 of 
ordinary, up $1,319,803102, and $1, 
602,085,432 of group, up $467,214,603. 

Average individual life policy size 
was $7,022, up $632. 

Premiums and annuity considera- 
tions totaled $524,740,808, up $44,493,- 
821. Life insurance premiums at- 
counted for $462,042,803 of the total, 
up $29,158,600. A&S premiums came 
to $39,600,206, up $8,392,526. Annuity 
considerations were $23,097,799, up 
$6,942,695. 

Benefit payments totaled $372,626,- 
212, up $20,202,982, consisting of $251, 
126,977 to living policyholders, uP 
$15,756,913, and $121,499,235 to bene- 
ficiaries, up $4,446,069. : 

Set aside for 1957 dividends to poli- 
cyholders was a record $100,287,304, 
up $4,340,826. 

Assets rose to a new high of $6,239, 
443,282, up $188,825,428. The net yield 

(CONTINUED ON PAGE 27) 
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"THE ONLY CRIME he ever committed was to jump into 
a job without looking into its possibilities. 
Today, he's chained to a salary which hasn't 
changed much since he started. It looked good 
once-——like a short-cut to fast success. But 
like too many short-cuts, it led to a quick 
dead-end. 


"A GOOD REASON to bypass the short-cuts and turn 
to the company with long-range opportunities. 
Take my company, for example. From the very 
beginning, The Union Central Life Insurance 
Company offers substantial job security——and 
more important--every assurance of financial 
independence in the future. 


"A LARGE PERCENTAGE of Union Central agents earn 
$10,000 or more per year, while many earn 
over $25,000. In fact, some actually earn 
more than $100,000 a year! Even new agents 
have an average sale better than three times 
the national average of agents in all other 
insurance companies. And the future? That's 
when Union Central's liberal retirement and 
pension plans take over." 


THE FINANCIAL. REWARDS are just one of the many career advantages 
at The Union Central. Others are choice of job location; 
thorough training facilities; company stability and national 
reputation; unlimited opportunities for advancement in sales, 
management and administration. In addition, the Home Office 
supports the men in the field with prospecting procedures, sales 
presentations to fit every market, and research-tested promo- 
tional material. So if you’re interested in a satisfying, long-range 
career, write us and we'll be glad to arrange an interview at one 
of our offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


One of America’s great companies—with over 
two billion dollars of life insurance in force! 


@ This ad is designed to be of service to young men contemplating a career in life insurance. 
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Lyachoos Keynotes 
NW Mutual 100th 
Year Celebration 


Northwestern Mutual Life entered 
its second century of business last 
week with a luncheon in Milwaukee 
attended by 125 city and Wisconsin 
civic and industrial leaders to com- 
memorate the 100th anniversary of 


the company’s founding. 

Principal speaker at the centennial 
luncheon was Eugene R. Black, presi- 
dent of International Bank for Recon- 
struction and Development, who lik- 
ened the underdeveloped countries of 
the world to the U.S. of a century ago, 
saying that these countries have sim- 
ilar potentialities of political and eco- 
nomic strength. 


The company was praised as being 
“a sturdy pillar of America’s economic 
and social strength” by Gov. Thomson 
of Wisconsin. 


Gov. Thomson said: “The strength 
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the prescription! 


BECAUSE OF REDUCED RATE! 


Cure your rate headaches 
with a Select Risk Ordinary 
Life designed for your select 
clients. 

Complete the coupon below 
and get your all-in-one pre- 
sentation...includes rates, 
values and sales track. 


Zi y, 
hattorewl 


MONTCLAIR, NEW JERSEY 
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of any nation is reflected in the will- 
ingness of its people to plan with care 
for its future; to provide economic 
stability for each family unit, and to 
work for a relationship of trust and 
mutual responsibility among those who 
administer its precious savings. 

“On the basis of these fundamental 
measurements, the Northwestern Mu- 
tual Life Insurance Co. and its superb 
100-year record of service to Wiscon- 
sin and America demonstrates the en- 
during aspirations and strength which 
have brought our America to its pres- 
ent position of honor and leadership 
among nations.” 

Because of its “marks of accom- 
plishment and earned recognition, this 
distinguished insurance company has 
given our state the satisfaction of hav- 
ing a key role in making a voluntary 
savings and family security plan part 
of the very warp and woof of Amer- 
ica’s social structure,” the governor 
declared. 


Confidence in the future of Milwau- 
kee, the state and the Great Lakes 
area in which some 35% of Northwest- 
ern assets are invested was expressed 
by Edmund Fitzgerald, president of 
Northwestern. 

“TI think it well to remember that 
by its nature a life insurance company 
is a service institution and a financial 
intermediary. It doesn’t create capi- 
tal or credit, but rather it gathers in 
and pools funds with which to pay 
claims and expenses, and to make in- 
vestments .. .” he said. 

The company, he said, gets about $2 
million of investment and premium 
income each working day, and pays 
out about $1,200,000 to policyholders, 
beneficiaries and others. “Despite ref- 
erences to the past, we are much more 
interested in the future on this first 
day of our second century,” Mr. Fitz- 
gerald declared. 

A bronze tablet rededicating the 
company to the service of policyhold- 
ers was presented by Louis Quarles, 
on behalf of the trustees, and accept- 
ing it were Taylor French, assistant 
director of agencies and youngest of- 
ficer of the company, and Claude Deg- 
ler, who has been with the company 
for half of its 100 years and is its 
senior employe, on behalf of the home 
office staff. 

The plaque, which will be mounted 
in the main lobby of the home office, 
reads: “Today the Northwestern Mu- 
tual completes 100 years of trustee- 
ship. We salute the courage and im- 
agination of those who built this com- 
pany. As we begin our second hundred 
years, we rededicate the Northwestern 
to the service of policyowners and 
enjoin those who follow to apply the 
tested principles of the past with vi- 
sion and determination.” The text of 
the plaque was taken from a resolu- 
tion adopted by the board. 

The history of the company, which 
was founded in 1857 at Janesville, Wis. 
by Gen. John C. Johnston of the New 
York state militia and has since grown 
to become the 14th largest business 
enterprise in the U. S., will be por- 
trayed in a musical revue in July. The 
revue—“Shadow of a Giant”—is being 
written and produced in cooperation 
with Wisconsin Idea theater, a service 
of the University of Wisconsin exten- 
sion division. 

The year-long centennial celebra- 
tion will also include: 

An expended home office tour pro- 
gram. Northwestern has about 2,000 
visitors annually, and upwards of 5,- 
000 are expected during the centen- 
nial year. Seventy-five new tour guides 


are being trained for this purpose, 

A series of exhibits and displays 
for local stores and for use by com. 
pany agents in other cities. 

A special series of programs by 
Northwestern chorus groups for yarj. 
ous local organizations. 

An official history of the com 
prepared by professional historians, 

An informal brochure tracing the 
development and growth of the com. 
pany, written by Laflin C. Jones, gj. 
rector of insurance services and plan. 
ning. 

A special centennial emblem. 

A hospitality program for organiza. 
tions convening in Milwaukee during 
the year, including a luncheon June 
28 for the national officers and qj. 
rectors of U. S. Junior Chamber of 
Commerce, which will be in conven. 
tion at that time. 

The Newcomen society will als 
honor Northwestern at a dinner at the 
Wisconsin club April 23. 





Fraternal Monitor to 
Be Published by R&R 


The Fraternal Monitor of Rochester, 
N. Y., beginning in June will be pub- 
lished by Insurance Research & Re- 
view Service of Indianapolis. Until 
the transfer, Arthur S. Hamilton, sec- 
retary of the Monitor, and his staff 
will continue to operate at the main 
offices in Rochester. 

Mr. Hamilton is 72 years of age and 
has been active in fraternal circles for 
nearly 50 years. I. L. Gazelle, vice- 
president and office manager has been 
with the Monitor for more than 60 
years. Mr. Hamilton said he desired 
to put the Monitor into younger hands, 
Insurance R&R will continue to pub- 
lish the Monitor and its other publica- 
tions, and is setting up a_ separate 
editorial and business staff for that 
purpose. 





John A. Schlichter has been ap- 
pointed assistant general agent of the 
Elliott agency of Postal Life & Casual- 
ty at Kansas City. 
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DIRECT CONTRACT opportunities in 
Indiana, Ohio, lowa, Kentucky, Missouri, 
Arkansas and Mississippi. A complete 


line of: 
L I F E e SICKNESS 
e HOSPITALIZATION 


Your reply held confidential. Write to: 
Evans M. Jacobson, Supt. of Agents 


MUTUAL SAVINGS 
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Wardwell New LUTC 
Head; R. N. Lewis 
Now Vice-President 


WASHINGTON—Chester T. Ward- 
well, associate general agent of Con- 
necticut Mutual at Peoria, IIll., was 
elected president of Life Underwriters 
Training Council. He succeeds Frank 
B. Maher, vice-president of John Han- 
cock. 

Trustee Richard N. Lewis, vice- 
president of Great National Life of 
Dallas succeeds Mr. Wardwell as vice- 
president. Benjamin N. Woodson, 
president of American General Life of 
Houston, Maxwell L. Hoffman, comp- 
troller of National Assn. of Life Un- 
derwriters, and Edmund L. G. Zalinski, 
vice-president of John Hancock, were 
reelected secretary, treasurer and as- 
sistant treasurer, respectively. 

Guilford M. Dudley, president of Life 
& Casualty, was reelected as trustee. 
Newly elected trustees include Horace 
W. Brower, president of Occidental of 
California; Harold J. Cummings, pres- 
ident of Minnesota Mutual; Henry A. 
Kirsch, Aetna Life, Shreveport, and 
Paul B. Palmer, vice-president of Pru- 
dential. Frederic M. Peirce, managing 
director of LIAMA replaces Charles 
J. Zimmerman on the LUTC board by 
reason of Mr. Zimmerman’s recent 
election as president of Connecticut 
Mutual. 





Tex. Senate Approves 
Insurance Appointments 


AUSTIN—Interim appointments of 
John Osorio, Austin attorney, and Mor- 
ris, Brownlee, Houston insurance man, 
as members of the Texas board of In- 
surance commissioners were confirmed 
last week by the state senate. 

Mr. Osorio was executive secretary 
of former Gov. Allan Shivers when he 
was named to the board Jan. 1 to suc- 
ceed J. Byron Saunders, and on the 
following day he was elected board 
chairman. Mr. Brownlee was appoint- 
ed a year ago and his term actually 
expired Feb. 10, but he is continuing 
to serve until a successor is named. 

In the meantime reorganization of 
the board is being sought by Gov. Price 
Daniel and several legislators which, if 
approved would require selection of a 
new group of part-time commissioners. 
If the present set-up is continued, Mr. 
Osorio’s term will cortinue until Feb. 
10, 1959. The third member of the 
board is Mark Wentz, whose term runs 
until 1961. 





Kunis Becomes Consulting Actuary 

A. Maxwell Kunis, vice-president 
and actuary of Mount Vernon Life 
since 1952 and a director of the com- 
pany, has resigned to open offices at 
500 Fifth avenue, New York City, as 
a consulting actuary and employe 
benefit consultant. He will continue 
with Mount Vernon Life as a con- 
sultant. 

A fellow of Society of Actuaries, 
Mr. Kunis was associate actuary of 
New Jersey department from 1939 to 
1949 and group actuary of United 
States Life from 1949 to 1952. 





Pratt Joins Lite Consultants 

Walter E. Pratt, formerly vice-pres- 
ident of Todd & Zischke Services, Inc., 
Chicago actuarial and compensation 
consultants, has joined L. O. Bruck- 
schen & Associates, Inc., life insur- 
ance consultants at Chicago which re- 
cently moved from 1 North La Salle 
street to 39 South La Salle street. Mr. 
Pratt will specialize in tax and busi- 
ness planning. 





Accidents of 1956 Kill 95,000, Cost $10 Billion 


The toll exacted from America by 
accidents in 1956, according to Nation- 
al Safety Council, is 95,000 killed and 
9,450,000 injured for estimated eco- 
nomic cost of $10,800,000,000. 

The estimated death toll compares 
with a total of 93,443 in 1955—an in- 
crease of 2%. Motor vehicle accidents 
remain the nation’s No. 1 accident 
killer. A 4% increase in traffic deaths 
was the reason for the higher all- 
accident total for 1956. Home accidents 
claimed the second largest number of 


lives, although the 1956 total dropped 
by 500 to 27,500, compared with 28,000 
in 1955. 

The estimated economic loss of $10,- 
800,000,000 from accidents in 1956 cov- 
ers both fatal and non-fatal and in- 
cludes wage losses, medical expense 
and over-head costs of insurance for 
all accidents, production delays, dam- 
age to equipment in work accidents 
and property damage for traffic acci- 
dents and fires. 


The nation’s 1956 motor vehicle 


death toll was estimated by the coun. 
cil at 40,000 as compared with 38,42§ 
in 1955 and virtually in dead heat 
with all-time high of 39,969 es. 
tablished in 1941. The council em. 
phasizes that the 40,000 figure is an 
estimate, and it is not definitely g 
record, yet. 





Midland Mutual Sets 1958 Meetings 

Midland Mutual Life will hold its 
next company-wide convention July 9. 
12, 1958, at Estes Park, Celo. Agents 
are participating during a 15-month 
qualifying period. 








PHOENIX 


LIFE INSURANCE COMPANY 


placed in force in Phoenix Mutual 
more than $1,000,000 


of ordinary life insurance. 


— of equal importance — they are 
leaders in their communities, 


in their professional associations, 


Organized in 1851 


PHOENIX MUTUAL SALUTES 
25 LEADING SALESMEN 


During 1956, each of these 25 career men 


They are leaders in their company, and 


and in the life insurance industry which they serve. 























March | 


— 
——— 


Gene 
Expa. 
on E 
In seel 
tion, Gel 
more en 
volume 
cies and 
establish: 
President 
company 
and trai 
“When 





ELLISON F. 
B 





THOMAS 
Phila 





T. H. | 
Oklahc 


FRANKLYN | 
New York 


























WALTER L. 
New York | 













8, 1957 


———__ 
——= 


e coun- 
1 38,426 
ad heat 
169 es. 
cil em. 
e is an 
litely a 


eetings 
nold its 
July 9. 
_Agents 
)-month 





CUT © 

























March 8, 1957 





LIFE INSURANCE EDITION 











General American to Put 
Expansion Emphasis 

on Existing Agencies 

In seeking future growth in produc- 
tion, General American Life will put 
more emphasis on obtaining greater 
yolume from existing general agen- 
cies and somewhat less emphasis on 
establishing new general agencies, 
President Powell B. McHaney told the 
company’s field men at a recruiting 
and training seminar in St. Louis. 
“When general agencies are doing 


a real job,” Mr. McHaney said, “home 
office supervisory costs go down. It’s 
as easy for a home office man to 
supervise five general agencies with 
a hundred agents soliciting as five 
with 50 agents soliciting. It’s cheaper 
for the company on a per-unit cost 
basis, and it’s better for the general 
agent. As his agency’s sales volume 
goes up, he earns more money.” 
Frank Vesser, agency division vice 
president, urged more intensive re- 
cruiting by general agents. He pointed 
out that second-year field representa- 
tives accounted for 13.96% of the com- 


sa.es in 1956. 


pany’s record breaking ordinary life 
450 Turn Out to 





Baltimore-Washington 
Telephone Book Ready 


The Baltimore-Washington In- 
surance Telephone Directory has 
just been published by the Na- 
tional Underwriter Co. Copies may 
be obtained for $1 each from the 
Natienal Underwriter Co., 420 E. 
Fourth St., Cincinnati 2. 
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FLLISON F. BECKWITH, CLU 
Boston 






by 6 





THOMAS G. BURGESS 


Philadelphia Hartford 





w Fe 
T. H. FARMER 
Oklahoma City 


FRANKLYN H. LOHR, JR. 
New York Downtown 


Philadelphia 








WALTER L. SCHNECK 
New York Downtown 





Indianapolis 











ALBERT V. BIANCO 
Brooklyn Borough Hall 


RICHARD S. CARPENTER, CLU MICHAEL P. COYLE, CLU 





D. ALLEN FISHER, CLU 
Albany 


J. RENWICK MONTGOMERY 


RAY C. SPARKS 








PHILIP V. BIRMINGHAM 
St. Paul 






New York Uptown 





WILLIAM T. FLEMING, JR. 
Philadelphia 





MARK C. MULLER, CLU 
New York Uptown 





GEORGE S. VRIONIS 
New York Lincoln 








IRAM H. BREWSTER 
Pittsburgh 








EARL W. FUGATE 
Milwaukee 





CHARLES C. PENFIELD 
Hollis (New York) 


BERNARD |. WATERS 
Philadelphia Keystone 


JNO. M. BROWN 
Charlotte 
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ARTHUR H. DAUMAN, CLU RICHARD L. EMERSON, CLU 
New York Lincoln 


Boston 


JAMES P. JOYCE 
Springfield 






BS 


THOMAS H. PRITCHARD 
Washington 









LOWELL A. WEAVER 
Mid-Ohio (Akron) 














respondingly, 


Welcome Palmer as 
Ind. Commissioner 


INDIANAPOLIS—Alden C. Palmer, 
the new Indiana commissioner, was 
given a rousing welcome to his job by 
more than 450 insurance men and 
women who jammed into the ball- 
room of the Indianapolis Athletic Club 
for a reception and dinner in his honor. 
Mr. Palmer made a hit when he re- 
sponded to the many tributes paid him 
with a talk which blended humor and 
sincerity with an impassioned plea for 
funds adequate to do the job that faces 
the insurance department. 

Although sponsored and sparked by 
Indiana Assn. of Life Underwriters, 
the insurance organization that knows 


. Mr. Palmer best, it was an all-industry 


affair and attracted representatives 
from all segments of the business. 
Thirty-one Indiana company presi- 
dents were introduced. 

Ray Patterson, Indianapolis general 
agent for Penn Mutual Life, served as 
master of ceremonies and first called 
on Gov. Harold W. Handley, who had 
to hurry to another meeting. Gov. 
Handley said he believed he made “a 
ten strike when I talked Alden into 
being insurance commissioner.” He 
also admonished the members of the 
legislature present for being so “rough” 
on the insurance department budget. 
Most of the members of both the house- 
and senate insurance committees were- 
in the audience. 

Mr. Patterson then introduced the 
31 company presidents, plus the dig-- 
nitaries at the head table, who in-— 
cluded Oren E. Pritchard, Indianapolis 
manager for Union Central and secre- 
tary of National Assn. of Life Under- 
writers; Dr. George E. Davis of Purdue, 
director of adult education and instru- 
mental in founding the Purdue life 
insurance marketing schools, and three 
neighboring insurance commissioners 
—Joseph S. Gerber of Illinois, C. P. 
Thurman of Kentucky, and Joseph 
Navarre of Michigan. Mr. Navarre, 
who is also vice-president of National 
Assn. of Insurance Commissioners, 
continued the theme of pleading for 
more adequate funds for the depart- 
ment in his speech. Calling the de- 
partment the “orphan child of Indiana 
government,” he urged the audience 
to make itself heard in its demands 
for a better-financed department. 

Lester O. Schriver, managing direc- 
tor of NALU, expressed greetings from 
the life end of the business. 

Before introducing Mr. Palmer, Mr. 
Patterson showed a pile of over 300 
telegrams from 42 states and two Ca- 
nadian provinces which brought greet- 
ings and congratulations to the new 
commissioner. Mr. Palmer, who has a 
flair for Hoosier homespun type hu- 
mor, not only made a hit with his 
ready wit, but deeply impressed his 
audience with his plea for an adequate 
budget and with the earnestness with 
which he is tackling the job. He intro- 
duced several members of the depart- 
ment who were present. 


Pay Record $23.5 Million in Minn. 

At its annual meeting, Minnesota 
Blue Cross reported $25,000,000 re- 
ceived from subscribers in 1956 and 
$23,501,546 paid out in benefits, the 
highest amount in the association’s 
23-year operation. Accidents rose cor- 
with 30,069 reported 
during the year, compared to 25,524 
in 1955, a 17% increase. 
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Vorys Asks Autonomy for Ohio Insurance Department 


CINCINNATI—In his first public 
appearance here as Ohio insurance su- 
perintendent, Arthur I. Vorys made a 
decided hit before an overflow lunch- 
eon meeting of Cincinnati Underwrit- 
ers Assn. In his talk he developed two 
principal points: The inadequacy of 
the present insurance division in the 
face of its rapidly growing load and 
the fact that most of today’s insurance 
problems are competitive, with conse- 
quent responsibility on both insurance 
men and insurance supervisors to pro- 


tect the public from the evils of unre- 
strained competition. 

Opening with a humorous descrip- 
tion of his first six weeks in office, 
Supt. Vorys said they were vastly 
different than expected and he has 
learned that superintendents do their 
office work at night and listen to com- 
plaints during normal business hours. 
He had not been in office 15 minutes 
before he was on the receiving end of 
an indignant telephone call about some 
previous department action and such 


calls have continued unabated. He al- 
so spends much time listening to 
“scandalous stories” about competitors 
of whomever is in his office at the mo- 
ment. 

To show the need for expansion, Mr. 
Vorys reviewed the duties of each sec- 
tion of the department, pointing out 
that the volume of work has doubled 
in nine years, with no increase in per- 
sonnel. There is not even room to put 
more employes. The number of square 
feet allotted to the department, by 
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AGENCY BUILDING 
OPPORTUNITIES IN: 


Arizona, California, Delaware, 
Florida, Georgia, Illinois, In- 
diana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, 
New Jersey, North Carolina, 
Ohio, Pennsylvania, Texas, 
Virginia, Washington, D. C., 
and West Virginia. 
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accepted management standards, j, 
less than half what it should haye 
now. For example, the three people 
in the filings section last year had to 
examine 12,000 filings. It should be 
remembered, Mr. Vorys said, that the 
fabulous growth of the insurance bysgj. 
ness during the past 10 years is cop. 
tinuing, so the urgency of expanding 
the department will continue. He saiq 
the passage of the administration. 
sponsored bill to remove the insurance 
division from the department of trade 
and commerce and make it an inde. 
pendent department, as has been done 
in the 20 other leading insurance 
states, would make for a new era jn 
insurance supervision and would dem. 
onstrate to Washington that Ohio jg 
accepting the responsibilities placeg 
upon it by the McCarran act. 

Mr. Vorys said he wishes any fed. 
eral official who doubts that there jg 
free competition in insurance could 
sit at his desk for a few days. He is 
convinced that competition is at the 
base of most current problems, though 
frequently the argument revolves 
around some established feature of 
insurance law or practices and it takes 
some searching to find the competi- 
tive cause. The insurance business is 
guaranteed competition by law and 
the insurance department is commit- 
ted to preserve this, as long as all 
that happens is that competitors are 
annoyed. But uncontrolled competition 
can hurt policyholders and the insur- 
ance department must see that this 
does not happen. Mr. Vorys said he is 
impressed by the innate fairness of 
most insurance men and he intends 
to invite leaders of different segments 
of the business to meet with him and 
to try to settle serious competitive 
problems by face to face discussions. 

President A. M. Peck of the Cincin- 
nati board introduced John A. Lloyd, 
president of Union Central Life, who 
was Ohio superintendent from 1939 to 
1943. W. C. Safford, vice-president 
Western & Southern Life, also a for- 
mer superintendent, had expected to 
attend, but was called out of town un- 
expectedly. 


Canadian Life Officers 


Support Heart Foundation 


Canadian Life Insurance Officers 
Assn., through its standing committee 
on public health, plans to provide 
financial support to the extent of $60, 
000 in the next two years to enable 
the organization of National Heart 
Foundation of Canada. Dr. John B. 
Armstrong, who was recently ap- 
pointed executive secretary of the 
foundation, points out that the foun- 
dation’s first function will be to co 
ordinate research in Canada in cardi- 
ovascular diseases. 








REGIONAL 
GROUP MANAGER 


The group department of a medium sized 
life company has expanded to the point 
that they need a man with Life and AéH 
experience to manage their midwest 
group operations. He should be between 
30 and 40—Headquarter in Chicago— 
Have Group Life and A&H experience in 
the midwest. The starting salary is $9,000 
or better. Any inquiries will be handled 
confidential. 


FERGASON PERSONNEL 


330 S. Wells Street Chicago 6, il 
HArrison 7-9040 
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Southwestern Li 


L 0 ( R k SS in helping people prepare for the future. Southwestern’s 

field representatives produced $226,104,960 of paid-for 
new business, 27 per cent more than the 1955 total and a record achievement in 
agency force sales for the eighth consecutive year. Insurance in force on December 


31, 1956, was $1,466,401, 879, an increase during the year of $125,882,252. 


Ss ROGRESS in helping people fulfill life objectives. Policy benefits 


paid to policyowners and their dependents reached a 





record calendar-year total of $22,262,360, and raised to $241,616,948 the total policy 
benefits paid since the Company was organized in 1903. Again in 1956 Southwestern 
distributed more than 10 per cent of all life insurance benefits paid by all companies 


to policyowners and beneficiaries in its home state. 


PROG RESS in helping to build a greater Southwest. Financing a 


great variety of individual, business and public under- 
takings the $55,571,522 of new investments made by Southwestern Life during 1956 
represents the useful employment of policyowner savings in the economic develop- 


ment of the growing Southwest. 


PROGRESS in increasing the assets which guarantee the integrity 


of the company’s contracts and the policyowner’s 
investment. During 1956, total assets of the company listed in the accompanying 
statement of condition increased by $23,985,432 and exceeded all present obliga- 
tions to policyowners and all other liabilities by $44,806,050. 


SINCE 1903 
EE 
Vil = 


RALPH WOOD. PRESIDENT« HOME orrice-P 





Nts 





Southwestern Life Insurance Company 


‘ 





PORTS 


qt : 
ANNUAL 
STATEMENT OF CONDITION 


as filed with the Insurance Departments of the states of Arkan- 
sas, Louisiana, New Mexico, Oklahoma and Texas. 


DECEMBER 31, 1956 


assets 


United States Government Bonds... ....... . $ 43,964,331.11 
County and Municipal Bonds . . . . . 2... 2. eee 27,208,186.12 
Public Utility and Corporate Bonds. . . 36,460,515.42 
First Mortgage Loans on RealEstate. ........-. 189,541,282.23 
COlANOREEees co a ce ee ee 7,058,872.26 
Home Office Building . . 2. 2... 2... eee eee 1,650,000.00 
Preferred Stocks. . . . ... FEE ae 8,858,813.00 
Bank Stocks. 0 2 ww te ks Aa Neate wae 7,192,673.00 
Other Common Stocks. . . . . . 1... ee eee 20,145,273.00 
COR se eee ee vag wows ar eee ee tanks Sica 7,178,254.52 
Loans Against Cash Values of Policies. . . . . . 27 947,122.47 
Accrued Interest and Miscellaneous Assets. . . . .. . 2,071,069.29 
Net Premiums to Complete Policy Years. . . _ 13,761,277.10 
These are premiums either in process of collection or due to 
be paid during the current policy year. Proper offsetting lia- 
bility is included in policy reserves shown in the statement. 
WORUAMASSEESS eo 5 ett Sear Se as $393,037,669.52 
liabilities 
Goldy Resesteses seg. cee vee es eee . $329,295,077.58 
Premiums and Interest Paidin Advance. . . . ..... 3,836,313.59 
Reserve for Taxes and Other Liabilities . ........ 4,171,191.70 
Commissioners Mandatory Valuation Reserve. . .... . 10,929,035.97 
TOTALLIABILITIES. . ........ . $348,231,618.84 
Surplus Funds for Protection of Policyowners 
Reserve for Contingencies: 
For Investment Valuation. . ..... pase 12,253,731.44 
For Interest and Mortality Fluctuation. . . . . . 5,052,319.24 
COINS rc ites OU Oindt of ean pe aia 7,500,000.00 
SRI SS i ee a ere emis thal em oF Mita 20,000,000.00 
Total Capital and Surplus Funds. . ....... 44,806,050.68 
TOTAL LIABILITIES AND SURPLUS FUNDS. . . . . $393,037,669.52 


Stocks in this statement are valued at closing market prices on 
December 31, 1956, and bonds at amortized values as prescribed by 
the National Association of Insurance Commissioners in its valuation 
report adopted by the Insurance Departments of most states. 


oeoeoeoeteerieepeeeneewewme3wmeememlmcemlCc OCmClCOOCUCUCc OC HOC HTH HOOT 0OHhUcOOCUlcOhUchOCUc HUhUhOCUc OUchOhUchOhrhUcOCmUchOCmhUcOmhUh Ohl 
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COMMENT 





Doing Something about Money-Stealing 


Everybody in the life insurance bus- 
iness—and the general public too, for 
that matter—should be heartened by 
two recent important actions of the 
life insurance business in the fight 
against the forces of inflation. 

The first was the decision of Insti- 
tute of Life Insurance to interrupt its 
highly successful advertising campaign 
in order to switch to an all-out drive 
against the recent alarming inflation- 
ary upsurge. 

The second was the vigorous and 
forthright statement in favor of creat- 
ing a commission to study national 
monetary and financial policy, issued 
by President Carrol M. Shanks of Pru- 
dential, chairman of the joint commit- 
tee on economic policy of American 
Life Convention and Life Insurance 
Assn. of America, on behalf of the two 
organizations. 

It is wholly appropriate that the life 
insurance industry should play a ma- 
jor role and even the major role in 
influencing public opinion and con- 
gressional opinion in this vitally im- 
portant area. A dollar whose value in- 
spires public confidence is so essential 
to life insurance as an industry and as 
trustee for millions of policyholders 
and beneficiaries that the rest of the 
citizenry might be excused for saying, 
“If the life insurance business isn’t 
excited about this inflationary menace, 
I guess there can’t be very much to 
ag” 

e - e 

The fight against inflation is a dis- 
couraging and uphill battle, but that 
is all the more reason why it has to be 
fought vigorously and relentlessly. It 
is difficult for the average citizen to 
conceive of inflation. It is a term that 
has been in use so long that it has 
lost its sharpness of outline. It is a pity 
that it isn’t known by a more forceful 
term, such as money-stealing, because 
that is just about what it is, when engi- 
neered by certain pressure groups for 
their own benefit with heartless dis- 
regard for what happens to those who 
are pinched by the shrinkage in the 
dollar’s purchasing power. 

For the essence of inflation is that 
it steals from one class to benefit 
another. In actual practice it is not 
quite as clear cut as that. Nearly every- 
body suffers from inflation in greater 
or less degree and almost as many 
people benefit from it to some extent. 
The great illus!on of the typical citizen 
is that sure, inflation is bad, but the 
way things are, I’m getting more out 
of it than I’m losing. 

The problem of the inflation fighters 
is to demonstrate in a convincing way 
that in the long run nearly everybody 
suffers from inflation. Moreover, the 
aggregate hardship and suffering far 
more than offset the gain to the lucky 
few who benefit by inflation. Even the 
lucky few benefit only temporarily 
and precariously. They may be riding 
high on the crest of inflationary pros- 
perity but what happens when they 
retire and try to live on accumulations 
of debased dollars? What happens if 


they die and their families have to live 
on life insurance that has lost a trag- 
ically large part of its value? 

This tendency of the average citizen 
to think of himself as gaining more 
from inflation than he loses from it 
makes the fight against inflation ex- 
tremely difficult. What makes it even 
more frustrating is the widespread at- 
titude of opposition to inflation while 
continuing to do the very things that 
increase inflationary pressures in the 
economy. 


The same man who loudly deplores 
what inflation is doing to his life in- 
surance values and the cost of food 
will blithely put himself in hock up 
to his ears to buy a new car even 
though the old one is perfectly good 
and is all paid for. This is the sort of 
attitude that the Institute of Life In- 
surance advertising must try to jar 
people out of. It will be difficult, be- 
cause for every dollar the institute can 
spend on anti-inflation advertising 
there will be thousands of dollars 
spent in trying to get people to spend 
money for bigger and bigger purchases, 
all of which, in the aggregate, increase 
the inflationary pressures until such 
time as the capital saved through life 
insurance and in other ways provides 
the facilities to produce the goods that 
people are bidding for. 

The institute’s advertising theme of 
saving an extra nickel out of every dol- 
lar earned dramatizes the remedy and 
also reduces the problem to terms that 
can be grasped by the average reader. 
Moreover, the remedy offered is one 
that he can put into effect if he wants 
to. Perhaps most important of all is 
the moral support that is given to peo- 
ple who want to save but are being 
constantly pressured from every side 
to keep up with the Joneses and if pos- 
sible to keep ahead of them. 


If the concept of saving can be made 
more “respectable” than it has been, 
it should help a great deal in the fight 
against inflation. If the famous slogan 
of Macy’s department store in New 
York City, “It’s Smart To Be Thrifty,” 
can be re-popularized it will be a 
great day for the inflation fighters. If 
people can take pride in saving money 
instead of being ashamed because they 
are not buying quite as lavishly as 
their neighbors, we will be on the road 
to curbing this latest dangerous re- 
surgence of price boosts. 

The institute, we believe, has shown 
great courage and forthrightness in 
speaking out plainly for saving as 
against spending. Because it is speak- 
ing for the entire life insurance bus- 
iness there are naturally limits to 
what it can say. But there is no reason 
why an individual company could not 
go much further. 

Maybe some of the ads would be so 
hot that no newspaper would run them 
for fear of losing other advertisers but 
we'd like to see some advertising that 
would not only encourage the public 
to save but would actually jolt it out 


of its sheeplike notion that outspending 
your earnings is a normal and sensibje 
way to operate. Here are a few Sug. 
gested ad headlines: “Was It Re 
Smart to Go in Hock for the Next Two 
Years to Buy That Car?” Wouldn' 
That Vacation Be More Fun if You 
Saved for It Instead of Borrowing fo, 
it?” “Do You Have to Pay Tribute ty 
a Finance Company Just Because Yoy; 
Neighbor Does?” 

Unfortunately, thrift seems to have 
lost its meaning for many people. jf 
they can handle the various monthly 
installments out of current income it 
seems never to occur to them that jt 
might be a good idea to build up ap 
emergency fund against heavy unex. 
pected expenses or unexpected Stop- 
page of income. This is a discouraging 
situation but perhaps more can be done 
to remedy it than is generally believed, 

Never have people had so much sur- 
plus income over and above actual liy. 
ing expenses. If consumers were to ex- 
perience a sudden change of heart and 
begin managing their finances sensibly 
instead in their typical grasshopper 
fashion they could quickly build w 
satisfying amounts of savings and at 
the same time decrease the serious in- 
flationary pressures on production fa- 
cilities. It is easier to sell the live-it-up 
concept but it is not impossible to get 
a sizeable segment of the population 
convinced that saving is a more grat- 
ifying way of life than continuing the 
frenzied effort to outspend one’s peers, 


PERSONALS 


Robert E. Dineen, vice-president of 
the Northwestern Mutual Life, and 
former New York state superintendent 
of insurance, has been elected a di- 
rector of the Badger Mutual of Mil- 
waukee. 


William J. Barrett, secretary of 
Metropolitan Life, has been elected a 
member of the board of American 
Heritage Foundation. 


Grant Torrance, vice-president and 
treasurer of Business Men’s Assur- 
ance, has been appointed chairman of 
region 11 committee of the voluntary 
home mortgage credit program for 
1957, and Gregg Driscoll, vice-presi- 
dent of General American Life has 
been appointed a member of the con- 
mittee. The region includes Missouri, 
Kansas, Oklahoma and Colorado. The 
program places FHA and VA loans 
with private lenders. 


Edmund Fitzgerald, president of 
Northwestern Mutual Life, was pre- 
sented with the Milwaukee Cosmopol- 
itan Club’s annual distinguished serv- 
ice award. The selection was made on 
the basis of “public service beyond the 
call of duty and outstanding contribu- 
tion to civic betterment.” 


Albert Whale, general agent for New 
England Life in Oklahoma City, has 
received the Clyde W. Hale award for 
superior sportsmanship, the _ highest 
annual award to an individual sports- 
man in that city. : 

Ray E. Fuller, agency vice-president 
of Equitable Life of Iowa, was married 
last week to Miss Irene Keefner of New 
York City. 

Roy H. Sheldon, first agent named 
in California for Equitable Life of Iowa 
and a member of the Million Dollar 
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Round Table continuously for the past 
18 years, recently celebrated his 40th 
anniversary with the company. The 
event was marked by a luncheon given 
by Russell L. Hoghe Equitable of Iowa 
general agent at Los Angeles. The gov- 
ernor of California and the mayor of 
Los Angeles were among the hundreds 
of persons who sent Mr. Sheldon con- 
gratulatory messages. 


Carrol M. Shanks, Prudential presi- 
dent, was host at a recent reception 
introducing vice-president J. Edward 
Day who was recently placed in charge 
of operations at the Los Angeles re- 
gional home office of Prudential. More 
than 500 business and civic leaders 
attended the affair. 


Frederic W. Ecker, president of Met- 
ropolitan Life is chairman of the in- 
surance committee of President Eisen- 
hower’s people-to-people partnership 
program for better international rela- 
tiona. Devereux C. Josephs, chairman 
of New York Life, is treasurer and 
Chester L. Fisher Jr., insurance rela- 
tions. Devereux C. Josephs, chairman 


DEATHS 


ROBERT M. CALBERT, 49, person- 
nel department official of Liberty Mu- 
tual Life of Chicago, and his son, were 
injured fatally when their car skidded 
off the highway and struck a tree and 
utility pole in the vicinity of Green- 
castle, Ind. 


FRANK V. CLIFF, former president 
of Federal Life & Casualty of Battle 
Creek, died at his home iin Detroit. Mr. 
Cliff who was the son of V. D. Cliff, 
founder of Federal L. & C., joined the 
company’s home office in 1926 after 
sales work in the field. He rose through 
several responsible positions to execu- 
tive vice-president in 1943, assuming 
the major direction of the company 
during the latter years of his father’s 
presidency. 


OLIVER C. MILLER, 81, former 
president of the Central Life of Iowa, 
died of a cerebral hemorrhage in Iowa 
Luthran hospital, Des Moines, fol- 
lowing a short illness. 

He became a clerk in the Central 
Life in 1897 and advanced to cashier 
in 1903. He was elected to the board 
of directors in 1906, named vice pres- 
ident in 1917 and was elected presi- 
dent in 1923. He left Central Life in 
1927 and a year later became state 
manager in Iowa for the Peoples Life, 
serving in that capacity until 1956. 


DR. RALPH E. WHARTON, medical 
director of National Masonic Provident 
Association of Mansfield, O., died in 
Methodist hospital, Houston, where he 
had been a surgical patient. 

















General American Offers 


New Awards, Revises Rules 


General American Life has an- 
nounced two new awards and has re- 
vised rules to make qualification for 
top agency honors and president’s club 
more comprehensive. 

The two new awards will go to gen- 
eral agents and managers with the 
largest combined amount of paid first 
year equivalent volume and_ the 
largest amount of first year paid pre- 
miums. The revised rules will credit 
President’s club points to general 
agents, branch managers or directors 
of multiple agencies who are under 
district managers. 
district district managers. 


Air N. Y. A&S Bills 





Metcalf Proposals Draw Strong Support from 
Wide Variety of Sources at Lengthy Hearing 


By JOHN B. LAWRENCE JR. 


ALBANY—The controversial Met- 
calf bills drew strong support from a 
wide variety of organizations repre- 
sented at the recent hearing con- 
ducted by New York’s joint legislative 
committee on health insurance plans. 

Although several proponents who 
were not insurance men praised the 
bills highly and called for their early 
passage, they did not—or possibly 
could not—go into the technical in- 
surance aspects involved. Their sup- 
port seemed to stem to a large extent 
from the desire to see enacted what 
they considered a worthy advance in 
social legislation, particularly for the 
aged. 

Sen. Metcalf, the committee chair- 
man, opened the 5-hour hearing by 
telling a capacity crowd in the 
senate chamber that the bills would 
strengthen voluntary health insurance 
and save money for taxpayers be- 
cause more people could pay their 
own way for health care. The senator, 
a Republican, is a personable young 
newspaperman from Auburn. 

@ -_ * 

The series of five bills recently in- 
troduced in the senate and assembly 
would require individual hospital, 
medical and surgical contracts to be 
written only on a guaranteed cost, 
guaranteed renewable and non-can- 
cellable basis for life. Under 
group contracts, withdrawing em- 
ployes could convert to individual pol- 
icies providing at least 75% of the 
group benefits at rates not more than 
25% greater than the average group 
rate. The individual policies so ob- 
tained also would be guaranteed re- 
newable and  non-cancellable and 
could not be refused due to pre-exist- 
ing conditions. The requirements 
would apply not only to commercial 
policies, but also to individual and 
group contracts written by direct pay- 
ment non-profit subscriber organiza- 
tions. 

The industry’s opposition is based 
largely on the grounds that these bills 
would unduly restrict companies in 
the kind of coverages they could offer 
and would, in fact, cause some to stop 
selling A&S in New York state. In- 
surance men declare they are just as 
aware as the committee of the areas 
not covered now and are equally anx- 
ious to see these gaps filled. But 
in the light of advances made in re- 
cent years, they prefer the voluntary 
approach to the compulsory. Strict re- 
quirements in the law might have an 
adverse effect on the experimentation 
which has brought A&S coverages to 
their present high level, they point 
out. 

First witness in support of the bills 
was Dr. Hollis E. Clow, psychiatrist at 
New York hospital and past president 
of American Geriatric Society. He told 
the committee how financial and 
health problems affect the lives of 
older people, and called for passage 
of the bills without delay. 

Rev. Eric King, a Schenectady Meth- 
odist minister interested in problems 
of the aging, said he was pleased to 
learn that the legislature is looking 
into the insurance situation as it re- 
lates to the health of older people. 

Dr. Edwin F. Daily, vice-president 
of Health Insurance Plan of Greater 
New York, appeared for Dr. George 


Baehr, president and medical direc- 
tor, in support of the bills. The law 
should prohibit insurers from termi- 
nating A&S at any age for any reason 
except fraud, Dr. Daily said. 

Max Weinstein, representing New 
York City High School Teachers Assn., 


said A&S costs increase when teach- 
ers retire on reduced incomes and 
withdraw from their groups. He called 
on the committee to press forward 
now with the bills in order to avoid 
delays that might result from further 
study or experimentation. 

Sidney LaCholter, vice-president of 
the New York state region of Council 
of Jewish Welfare Funds, endorsed 
the proposals on the grounds that they 
would help more people meet hospital 
costs, thus enabling his organization 
to spend its money elsewhere. It now 

(CONTINUED ON PAGE 22) 














FOR THE MAN READY FOR 


General Agent Capacity 


I n prosperous Seattle we have currently an excellent 
opening for the right man ready for General Agent Ca- 
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URBANA-CHAMPAIGN, Ill—A 
combination of conventional and vari- 
able annuities is the safest approach 
to a secure retirement program ac- 
cording to Prof. Robert I. Mehr, Uni- 
versity of Illinois insurance economist, 
because this plan offers protection re- 
gardless of which way the economy 
turns. 

Variable annuities paid in amounts 
fluctuating with investment income 
provide a hedge against inflation, while 


conventional annuities offer a high 
degree of fixed-dollar security against 
the possibility of a downturn. In the 
present boom conventional annuities 
are being squeezed by the reduced 
value of the dollar and higher initial 
cost, Prof. Mehr noted. 

If insurance companies and others 
opposing the variable annuity succeed 
in blocking the legislation, some other 
financial institution should be al- 
lowed to write this form of insurance, 
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Guardian's 1957 policies — the most modern in the life insurance 
industry — provide an ideal solution for most business insurance prob- 


lems by contractual guarantee: 


1. Corporations, partnerships, trustees, assignees, may elect settlement 
options, including life income options, and be the payee under any 


option; 


2. Beneficiary may be changed by owner-beneficiary within 90 days 
after death of insured, permitting transfer of proceeds to, and elec- 
tion of options by, or for the widow when release of stock or part- 


nership interest is executed; 


3. Repayment of policy loans permitted after death or maturity of 
policy, to be added to proceeds applied under an option — with 


many possible tax advantages. 


Get the full story from your Guardian manager, or write 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company—Established 1860 


50 Union Square—New York 3, N. Y. 
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Says Combination of Annuities Is Safest Retirement Approach 


he declared. In his opinion it is a nec- 
essary development and its advantages 
outweigh the disadvantages. 

“Because the variable annuity is no 
panacea for the problem of retirement 
planning is no reason to let the idea 
die on the vine. . . . It is not a short- 
run speculative device but a long-run 
investment program,” he pointed out. 

Prof. Mehr conceded that the dollar- 
averaging process upon which pay- 
ments are based might break down, 
that some people who should have 
other forms of insurance might be 
oversold, and that there is a danger 
of concentration of economic power in 
life companies, but these, he felt, can 
be eliminated by proper management 
and sale. 


State Life of Oklahoma has de- 
clared a 90 cents a share dividend pay- 
able semi-annually, 45 cents on March 
11 to stockholders of record Feb. 17, 
and 45 cents on Sept. 10 to holders of 
record Aug. 15. The dividend is a 10 
cent increase over 1956. 


Illinois Invites NAIC 4 
to Chicago in 1958 


SPRINGFIELD—The Illinois insur. 
ance department has invited National 
Assn. of Insurance Commissioners tg 
hold its 1958 annual meeting at Chica. 
go, June 9-13. NAIC will have its 1957 
annual at Atlantic City and the 1957 
winter meeting in New Orleans. 





—— 


Up-to-Date Handbook 
of Nebraska Ready 


A new, up-to-date Underwriters 
Hand-Book of Nebraska has just 
been published by the National 
Underwrtier Co. It provides com- 
plete and up-to-date information 
on the agencies, companies, field 
men, general agents, groups and 
other organizations affiliated with 
insurance throughout the state, 
Copies of the new Nebraska Hand- 
Book may be obtained from the 
National Underwriter Co.,—420 
East Fourth Street, Cincinnati 2, 
Ohio. Price $12.50 each. 
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Blanchard to Retire 
from Teaching at 
Columbia University 


Ralph H. Blanchard, professor of in- 
surance at the graduate school of bus- 
iness at Columbia university, will re- 
tire from teaching in June. He will 
continue his interest in insurance as 
editor of the McGraw-Hill insurance 
series and as a consultant. 

During recent years he has served 
as consultant to Department of De- 
fense, to the legislative drafting re- 
search fund of Columbia school of law 
in connection with its investigation 
of financial protection against atomic 
hazards, to bureau of business research 
of Boston university in connection with 
its study of insurance of commercial 
fishing craft, to Aircraft Industries 
Assn. of America, and to various other 
organizations. 

Mr. Blanchard’s principal contribu- 
tion to insurance education has been 
his work as editor of the McGraw- 
Hill series, in which 18 volumes have 
appeared since 1924, eight still in 
print, and revisions of two of which 
are in press. Two new titles are ex- 
pected to be published during 1957. 
He is co-author, with Albert H. Mow- 
bray, of Insurance, one of the books 
in the series widely used as a text. 

Mr. Blanchard is a fellow and past 
president of Casualty Actuarial Soci- 
ety, past president of American Assn. 
of University Teachers of Insurance, 
and a director of Insurance Society of 
New York. He is an honorary mem- 
ber of Fire Underwriters Assn. of the 
Pacific, American Society of Insur- 
ance Management, and Insurance For- 
um of San Francisco, arid is a mem- 
ber of the national panel of American 
Arbitration Assn. 

He will make his home in Plymp- 
ton, Mass. 


Continental Assurance 
GAs Elect Officers, 
Receive 1956 Awards 


Officers of Continental Assurance’s 
General Agents & Managers Assn. 
were elected for the coming year, and 
awards for volume and premium lead- 
ership and agency development were 
presented at the recent meeting of the 
group in Chicago. New officers are 
Tinsley Adams, Washington, D. C., 
president; Carl R. Schlotman, Cincin- 
nati, vice-president; and Edward D. 
Landers, Cleveland, secretary-treasur- 
er. 

The 1957 directors are John C. Gage, 
Danville, Ill.; Joshua B. Glasser, Chi- 
cago; Dwight Johnson, Philadelphia; 
Edward J. Le Clair, St. Paul; Stanley 
J. Neuman, Los Angeles, and Sidney 
S. Silverberg, New Haven. 

_ Agency awards for national produc- 
tion leadership were presented to the 
Carr agency of New York and the 
Teare agency, also of New York. Other 
awards went to the Landers agency, 
Cleveland, and Life Associates, Inc., 
of Chicago, both midwest production 
leaders; the Neuman agency of Los 
Angeles and Continental agency of 
Hawaii, as Pacific coast produciion 
leaders; Finberg & Associates of Prov- 
idence, eastern new agency of th> 
year; Desmon agency of Buffalo, mid- 
western new agency of the year, and 
he Kammerer agency of Los Angeles, 
acific coast new agency of the year. 

Non-cancellable and A&S disability 

oduction awards went to the Rosan 
~gency of New York, the Meyers agen- 
cy of Sikeston, Mo., and the Neuman 
agency. 

National production leadership 
awards in retirement and special plans 
went to the Landers agency; Life As- 


sociates (Gruber & Sloane) of New 
York, the Desmon agency, and the 
Morton agency, Fayetteville, Ark. 

Group production leaders were the 
Landers agency and Glasser Associ- 
ates, as midwest leaders; Blue & Co., 
Miami, and the Carr agency, as east- 
ern leaders; Kammerer Agency and 
Neuman Agency, as Pacific coast lead- 
ers. 

Chicago and Detroit branch offices 
received production awards and Cana- 
dian agencies honored were Jean 
Avard, Inc., and Income Indemnity, 
Inc., for production leadership and the 
Werner Haering agency as new Cana- 
dian agency of the year. 


Mutual Trust Conducts 
Week-Long Workshop 


Mutual Trust Life conducted a 
week-long home office workshop at 
the Union League Club, Chicago, early 
in February, the first in a new series 
of home office training schools. The 
workshop was attended by 17 agents 
selected on the basis of their produc- 
tion record in 1956. 

The study sessions were conducted 
by Eugene F. Bussian, educational di- 
rector, and Robert W. Johnson, man- 
ager of field training, who covered the 


area of package selling, advance un- 
derwriting and programming. Among 
home office executives who addressed 
the group were President Raymond 
Olson, and company vice-presidents 
W. W. Nipper, Delmar Olson, and L. A. 
Hultgren. ; 





W. W. Stewart, general agent for 
Pacific Mutual Life at Los Angeles, 
has moved his agency into its own 
new office building, just completed at 
Palo Alto street and Glendale boule- 
vard, on the fringe of downtown Los 
Angeles. 
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Two Guaranteed Reductions in premium, each 
10%. First reduction at end of 10 years; second 
at end of 20 years. Or, original premium may be 
continued, if desired, and policy will in due 
course become fully paid-up. 


Father, mother and children included in one 
policy with one premium for all. “New arrivals” 
automatically insured 30 days after date of 
birth. In some cases, premium rate remains un- 


THE FAMILY TERM 


Can be added to most Manhattan Life Policies, 
past or current issue, and provide life insurance 
protection for the wife and children. “New ar- 
rivals” automatically insured (15 days after 
date of birth) with no increase in the premium. 


of NEW YORK, 
Home Office: 120 West 57th St., New York 19, N.Y. 


YOU CAN COUNT ON 


MANHATTAN LIFE 


FOR NEW AND DIFFERENT 


SALES BOOSTERS 


LIKE THESE 


1 REDUCING PREMIUM 10-10 PLAN... 


Total Sales Over. .... 
Average Size Sale........ 


THE FAMILY PLAN POLICY... 


changed even though size of family increases. 


Sub-standard issued. Guaranteed premium 
reductions (if elected) apply also to class sub- 
standard extra premiums. 

Minimum issue: $10,000. Maximum: $100,000. 
Issue ages 10 to 70. 


(The Family Plan Policy is available in most 
of the states in which the company operates. ) 





. . . . $40,000,000 
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Offer 500 Scholarships 
to Teachers for Family 
Finance Study in 1957 


Institute of Life Insurance grants 
will help provide 500 scholarships to 
enable teachers from all parts of the 
U.S. to attend workshops in family 
finance to be sponsored next summer 
at 14 universities by National Com- 
mittee for Education in Family Fi- 
nance. 

A committee of 21 U.S. and Canadi- 
an life companies doing business in 
Puerto Rico and one Puerto Rican 
company are helping to finance new 
workshops at Univesity of Puerto Ri- 
co. 

The summer program, now in its 
eighth year, will set a new record in 
1957 for the number of universities 
participating and the number of schol- 
arships available. The objective is to 
provide students in schools and col- 
leges with accurate and practical in- 
struction in the management of per- 
sonal and family finances. 

The workshop participants teach 
such subjects as home_ economics, 


business education, mathematics, so- 
cial studies, family living and guidance 
in junior and senior high schools, jun- 
ior colleges, teachers colleges and lib- 
eral arts colleges. Each workshop is 
designed and staffed by the university 
at which it is given. Through lectures 
and discussion, the participants learn 
various aspects of sound financial 
management, including sources of per- 
sonal income, budgeting, renting and 
buying a home, life, A&S and general 
insurance, banking and banking ser- 
vices, consumer credit and installment 
buying, social security, pensions, sav- 
ings and investments, personal taxes, 
wills and estates. The lecturers are 
specialists in the universities’ schools 
of business administration and educa- 
tion, and their instruction is supple- 
mented by that of local businessmen. 





Traffic Deaths Down in January 

The January traffic death toll in the 
U. S. shifted into reverse for the sec- 
ond time in the last two years. Jan- 
uary deaths were 2,860 compared with 
2,950 in January of 1956, a drop of 3%, 
according to National Safety Council. 
The only other month in two years to 
show a death reduction was October, 
1956. 


Life Companies Seek 
College Graduates to 
Fill Employe Ranks 


There is a widespread feeling among 
life companies that current needs for 
new college graduates are not being 
met in either home office or agency 
ranks and that graduates now being 
employed will not meet future needs 
for supervisors, research and execu- 
tive positions. 

This was shown in a survey of opin- 
ions and practices of 73 life companies 
on careers for college men and women, 
made by Institute of Life Insurance 
as one phase of the program of a joint 
committee on careers for college grad- 
uates. The committee consists of 
representatives of General Agents & 
Manager Conference of National Assn. 
of Life Underwriters, LIAMA, Life Of- 
fice Management Assn. and the in- 
stitute. 


Nearly half the companies surveyed 
feel the present employment of college 
graduates is inadequate to meet home 
office needs and more than half see 





PROVIDENT PROGRESS 


LIFE INSURANCE IN FORCE 
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PROVIDENT 


1936 [ED $98,056,865.00 


1946 NN $348,068, 132.00 


1956 


ACCIDENT AND HEALTH PREMIUMS 


1936 HR $4,955,069.58 
1946 ER $15,776,723.30 


1956 


Another year of outstanding production gains—thanks to an outstand- 
ing group of Provident producers and brokers in 47 states and Canada. 
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VIDENT LIFE & ACCIDENT INSURANCE COMPANY 


Chatlansega - Since 1857 


SURGICAL MEDICAL 


ACCIDENT SICKNESS HOSPITAL 


$2,018,056,266.00 


$58,942,978.94 
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this inadequacy in connection with 
agency operations. 

The survey showed that, among the 
73 companies, one-fourth of the mej 
employed in 1955 and 1956 for home 
office positions were new college graq. 
uates. Only one in 15 men employe 
as agents were new graduates. (Ff 
women employed in home offices, 3% 
were new college graduates. 

During 1956, one-fifth of the com. 
panies reported more than 25% were 
employed in home offices were new 
college graduates; nearly half the com. 
panies reported over 50% of their new 
college graduates; one-fifth reporteg 
5% or fewer were college graduates, 
For agency positions, 2% of the com. 
panies reported over 50% of their new 
male employes were college graduates: 
8% reported over 25%; but 71% re. 
ported 5% or fewer. 

In the case of new women employes, 
none of the companies reported the 
employment of more than 25% college 
graduates in home office positions jp 
1956, while 84% reported that 5% or 
less of their women agents employed 
were new college graduates. 

e e e 

Two-thirds of the companies haye 
organized procedures for recruiting 
new college graduates on the cam- 
puses, chiefly through home office 
representatives, some with home of- 
fice and agency jointly and only 3% 
with general agency or managerial 
representation only. Nearly half of the 
companies have recruiting or informa- 
tional material for this use, ranging 
from mimeographed sheets to elabo- 
rate brochures. 

Starting salaries for new college 
graduates were listed by the compa- 
nies, with a range from $300 to $450 
monthly, the median being $335. A 
large number of companies have a 
schedule of salary increases up to a 
certain point, with performance deter- 
mining the scale after that. 

About half the companies have for- 
mal training programs for non-actu- 
arial personnel; nearly three-fourths 
have such training programs for actu- 
arial trainees. It varies from on-the- 
job training to classroom instruction 
and job rotation. Twenty companies 
reported classroom instruction by of- 
ficers on company time. Sixteen re- 
ported a job rotation plan, covering up 
to five years. Nearly half have a com- 
pany management development pro- 
gram for selected personnel. 





Chairmen Named for April 
Sales Congress at Chicago 


Ralph L. Welch, Bankers Life of 
Nebraska and Bert C. Quinly, Connec- 
ticut General Life, have been named 
chairmen of the sales congress com- 
mittee of the Chicago Assn. of Life 
Underwriters by Dan A. Kaufman, 
president. 

The sales congress is scheduled for 
April 4 and will be held at Hotel La- 
Salle. Nationally known speakers will 
be featured, and about 1,000 are ex- 
pected to attend. 

Those serving on the sales congress 
committee are: Robert J. Baranowski, 
Mutual Life of New York; Thomas A. 
Buchanan, Equitable Society; Floyd C. 
Cripe, Lincoln National Life; John 
Dwight Ingram, Equitable of Iowa; 
Tad T. Kitazumi, Prudential; Joan C. 
Namyst, Equitable of Iowa; William 
E. Riley, Travelers; Leonard M. 
Strouse, Northwestern Mutual Life; 
Nathan H. Weiss, Mutual of New 
York, and Ralph J. Wood, Sun Life of 
Canada. 





Gordon S. Miller, Massachusetts 
Mutual Life general agent at Philadel- 
phia, spoke to Philadelphia Life Insur- 
ance Cashier’s Assn. on “Bank Loan 
and Deferred Compensation Plans. 
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Plans Completed for 
Advertisers Meeting 
at N. Y. March 28-29 


Life Advertisers Assn.’s_ Eastern 
Round Table has completed the pro- 
gram for its meeting March 28-29 at 
Barbizon-Plaza hotel, New York City. 
Members will explore the theme 
“Wake Up—lIt’s a New Day” through 
a laboratory technique featuring au- 
dience participation in the diagnosis 
of the effectiveness of advertising, re- 
search, promotion and related work in 
personal insurance. 

Melville P. Dickenson, senior vice- 
president of Equitable Society, will ad- 
dress the group. Other key speakers 
are to be William B. Lewis, president 
of Kenyon & Eckhardt, Inc., and Sher- 
wood Dodge, vice-president and New 
York general manager of Foote, Cone 
& Belding. 

Panel chairmen will be John H. 
Warner, life advertising manager of 
Aetna Life, Henry R. Geyelin, adver- 
tising service manager of Metropoli- 
tan Life, Bruce L. Roberts, assistant 
editor of Equitable Agen y Items, 
Kenneth L. Brooks, associate director 
of sales promotion of Prudential, Roy- 
den C. Berger, advertising director of 
Connecticut Mutual, and Paul Duling, 
sales promotion director of Postal Life 
and editor of Life Advertiser Bulletin. 





CLU Part V Exam Study Guide 
Emhasizes Professional Ethics 


CLU candidates preparing for the 
Part V examination are receiving a 
new study guide which contains an 
assignment devoted to professional 
ethics. The revised guide includes 
studies in human motivation, with 
readings from Introduction to Psy- 
chology by C. T. Morgan and Psycho- 
logical Aspects of Business by E. K. 
Strong. 


State Mutual Life 
Holding 2 Meetings 
at White Sulphur 


State Mutual Life is holding a con- 
ference of 45 of its top life and A&S 
producers at the Greenbrier hotel, 
White Sulphur Springs, W. Va. Fri- 
day and Saturday of this week and 
on Sunday will open a four-day con- 
vention of its general agents and 
managers. 

President H. Ladd Plumley will ad- 
dress both meetings. Keynote speak- 
er at the leaders conference Friday 
will be Milton Young of the New 
York law firm of Young, Kaplan & 
Edelstein, lecturer and a faculty mem- 
ber of CLU institutes at Madison, Wis. 
and Storrs, Conn. 





Philadelphia Increases 
Dividend Scale for ‘57 


Philadelphia Life has increased its 
dividend scale for 1957. The amount 
earmarked for dividends is 30% great- 
er than the award of a year ago and 
includes a 5% increase in the scale. 

On proceeds of policies left with 
the company under income settlement 
options, the interest rate for payment 
in 1957 has been increased from 3% 
to 34%. The interest rate on divi- 
dend accumulations remains at 3.35%. 

The interest rate for discounting 
premiums paid in advance has been 
mereased from 242% to 3%. 





John Hancock has awarded the vice- 
president’s group award for 1956 to 
‘he Dallas group office, Henry G. 
“Yischmeyer, manager; the Boston and 
Springfield group offices, Duncan A. 
rash, northeastern regional manager, 
and the Atlanta group office, John P. 
Clos, manager. 









The 


‘|; the basis of good government 


: 


A WELL-BALANCED COMPANY 


In government, it is 
a balance of the executive, 


legislative and judicial branches. 


In life insurance, it is a balance 
of fundamentals, progress and 
alertness to policyholders’ needs. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 
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MEETING THE Demand 
For MODERN Protection 





PERSONAL PROTECTION SINCE 1903 


COMMERCIAL e WEEKLY PREMIUM 
ORDINARY @¢ GROUP 
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National security demands guided missiles and 
jet planes which incorporate every advance of 
aeronautical science. In the same way, up-to-date 
personal protection requires forward-looking in- 
surance which uses a// the knowledge of under- 
writing science. 

Through continual development, Inter-Ocean 
keeps abreast of the demand for modern 
insurance . . . and today offers a thoroughly 
competitive and complete line of individual, 
family and group policies, including Life, Acci- 
dent and Health, Weekly Premium and many 
others. : 

Inter-Ocean is popular with alert agents 
who can sense the opportunity for long-range 
benefits. Why don’t you write for information 
today? Brokerage inquiries invited, as well. 


INTER -OCEAN 


INSURANCE COMPANY 
CINCINNATI 2, OHIO 
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Mutual, N. Y., to Sell 
Pre-authorized Check 
Plan Throughout U.S. 


After a year of successful experi- 
mentation in test areas, Mutual of 
New York has decided to merchan- 
dise on a national bas:s its plan for 
monthly payment of premiums by pre- 
authorized bank checks. 

Under the plan, known as MONY- 
Matic, the policyholder authorizes the 
company to draw a check each month 
on his regular checking account at his 


POLICIES 





iccal bank. The company sends him 
a rem.nder notice for his checkbook, 
showing the amount to be drawn and 
the starting date of the pus.cues In- 
cluded in the plan. The company then 
begins to draw a check in the middle 
of each month. 

Since it is cheaper for the company 
to handle payments under this plan 





Herman Tice (center) reviews company plans with President C. O. Sullivan (left) of The Midland Mutual and 
C. £. Sherer, CLU, Vice President and Director of Agencies. They are standing beneath a portrait of Dr. 
W. O. Thompson, revered first President of the company and also long-time President of Ohio State University. 


The Men from Midland Mutual... 


Herman Tice—head of Midland Mutual's Columbus, Ohio gen- 
eral agency—speaks with conviction about the character and per- 
sonality of the Company he represents, Says Mr. Tice: “Association 
with a medium-sized, well-knit company like the Midland Mutual 
is the best advice I could give to a man interested in moving up in 
this business. You'll work closely with a friendly, helpful company 
extremely interested in your success.” 

The name Tice has been identified closely with Midland Mutual 
almost since the founding of the Company 51 years ago. The Tice 
Agency established by Mr. Tice’s uncle, E. P. Tice, and H. P. Jeffers 
in 1908, is the oldest Midland Mutual agency. Today, it has more 
insurance on the books than any other in the field organization. 
So, you see, Herman Tice speaks with authority, too! 

Learn about what Mr. Tice means when he speaks of a “friendly, 
helpful Company.” Write Charles E. Sherer, CLU, Vice President 


and Director of Agencies. 


. 
= 





Serving Personal Security 
Needs Since 1906 


‘MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 


256 East Broad Street, Columbus 16, Ohio 


The arecs where Midland Mutual desires to expand include agency building 
opportunities in: Arizona, District of Columbia, Florida, lowa, Minnesota, Missouri. 


at one regular time each month than 
to handle individual monthly pay- 
ments at varying times, a 2.5% re- 
duction is made in the monthly pre- 
mium. 

The plan can be used by new and 
existing policyholders for one or more 
life, A&S or retirement income pol- 
icies if the regular premium for at 
least one policy is not less than $10. 
All members of a family insured by 
the company can consolidate their 
premium payments under the plan. 

The plan was presented to the field 
force by two teams of staff members 
from the sales department. They held 
a series of meetings in 11 cities with 
managers and assistant managers 
from more than 100 agencies. 





Natl. Life of Vt. Sets 
New Non-Medical Limit 


National Life of Vermont has adop- 
ted new non-medical rules providing 
a limit of $15,000 of insurance avail- 
able from ages 0 to 30, which repre- 
sents a $5,000 increase from ages five 
to 30 and a $10,000 increase from 
ages 0 to four. Non-renewable term 
plans also have been made available 
on a non-medical basis. 

The maximum amount of monthly 
disability income benefit available has 
been increased from $250 to $350, with 
$500 continuing as the limit of month- 
ly income benefit in all companies. 

Waiver of premium will be con- 
sidered for an unlimited amount of 
insurance. The benefit has been made 
available to females from age 15 up to 
age 55, instead of age 50. 


The Liberty Life representative 


Equitable of lowa 


Introduces 3 New Plans 

Equitable Life of Iowa has intro. 
duced three new policies—a jy. 
venile paid-up at age 65—increasing 
amounts, a life paid-up at age 90, ang 
a family income supplemental agree. 
ment. 

The basic amount increases three 
times at age 18 for the new juvenile 
insurance contract, and increases fiye 
times at age 25. It contains a speciaj 
feature whereby the death waiver on 
the payor provides automatically for 
the regular adult disability waiver on 
the insured at age 25. 

The life paid-up at age 90, known 
as the “90 Special” was introduced 
in honor of the company’s 90th an. 
niversary. It incorporates two unusual 
options. An election of the insured, at 
age 55 (just issued prior to age 45) or 
10 years after the issue date (issued 
after 45), to convert the policy, with 
increased premuims, to an endowment 
policy which will mature in 10 years, 
or, with a lesser increase in premium 
to a policy which will become paid up 
in 10 years. 

The family income _ supplemental 
contract may be attached to any new 
life or endowment policy of $2,500 or 
more, providing a monthly income as 
high as $28.18 per $1,000 of basic pol- 
icy, depending upon duration. This 
agreement is issued from ages 20 to 
60, for periods of 10 years or longer, 
but not to extend beyond age 70. Pro- 
ceeds are paid independent of the ba- 
sic contract. 








Farmers New World Life of Seattle 
reported new life written in 1956 
amounted to $40,987,000, a gain of 
38%, bringing insurance in force at 
the end of the year to $169,056,000. 


can expect to go far in his career. 


He can count on basic and 


advanced training, a good income, 


opportunities for promotion, 


security. And he finds that the 


sound 52-year record of Liberty Life 


is respected by his prospects. 


Today, more than ever, a job with Liberty 


Life means a chance to move ahead. 


| ILiperty Lire 


LIBERTY 
LIFE 


WV 


INSURANCE COMPANY 


Greenville, South Carolina 


The important things in Life 


call for Liberty Life 
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Pry Makes 3 Major 
Advances in A&S 


Prudential has introduced major 
medical to age 65 to be offered on a 
family and individual basis, income 
protection plans to age 65 and hos- 
pital and surgical expense plans on a 
lifetime basis. The advances in the 
A&S coverage resulted from a year’s 
planning. 

There are two new hospital and 
surgical expense plans. One is issued 
to persons through age 55 and be- 
comes paid-up for life, with reduced 
penefits, after age 65. The other plan 
is issued through age 75 and may 
continue for life subject to the con- 
tinued payment of premiums. This 
latter plan provides benefits equiva- 
lent to those available after 65 in the 
“paid-up” plan. 

Each hospital and surgical plan has 
with an optional deductible feature 
which provides that the policyholder 
pay the first $50 or $100 of expense 
involved depending on the plan se- 
lected. 

The income protection policies in- 
clude one plan that expands the usual 
time limits and is designed to pay a 
guaranteed income up to age 65 if the 
insured is unable to work because of 
sickness or injury. 

The major medical pays 75% of 
eligible expenses after a deductible 
of $200, $500 or $1,000 has been met. 
The insurance will pay maximum 
benefits of $5,000, $7,500 or $10,000 
in connection with a single accident 
or illness. 


The new major medical coverage 
may be purchased in combination 
with a plan to cover basic hospital 
expenses when an applicant does not 
already have such basic coverage. 

The hospital and surgical plans are 
guaranteed renewable for life and the 
major medical plans are guaranteed 
renewable to age 65 with premium 
rates for both types of policies subject 
to change on a class basis. The in- 
come protection plans are non-can- 
cellable and guaranteed renewable to 
age 65 at a guaranteed premium. 

These new specialized sales pack- 
ages are included in the program: The 
security program, for guaranteed in- 
come, which presents life and A&S 
income protection as a package of 
two contracts to do the one job of 
guaranteeing income; programming 
income protection, which is designed 
to tie in with group, state cash dis- 
ability, salary continuance and non- 
operating railroad employe plans and 
permits freedom to build a horizontal 
and vertical program; mortgage pro- 
tection through life and income pro- 
tection, which presents A&S income 
protection to help meet mortgage pay- 
ments when the policyholder is un- 
able to work because of sickness and 
injury; key employe income protec- 
tion and hospital and surgical plans; 
employe payroll plan, which enables 
the employer to deduct his employe’s 
insurance premiums from the payroll 
and provides for the employer to pay 
at least part of the premiums. 





State Mutual to Use 
One App for Life, A&S 


State Mutual has introduced a com- 


had to be answered when a separate 
application was used for each cover- 
age. Wording has been simplified, a 
larger type face used and the witness 
signature eliminated. Aviation ques- 
tions have been simplified and the 
ownership question improved, espec- 
ially as it applies to pension plans. 


National of Vt. Hikes 
Non-Medical Limits 


National Life of Vermont has in- 
creased the amounts of insurance 
available on a non-medical basis and 
has also increased its limits on dis- 
ability income monthly benefits. 

The new non-medical rules provide 
a limit of $15,000 of insurance avail- 
able from ages 0 to 30, which repre- 
sents an increase of $5,000 from ages 
5 to 30 and an increase of $10,000 
from ages 0 to 4 inclusive. The new 
rules also make non-renewable term 
plans available on a non-medical ba- 
sis. 

The maximum amount of monthly 
disability income benefit available has 
been increased by $100, from $250 to 
$350, with $500 continuing to be the 
limit of monthly income benefit in all 
companies. 

Waiver of premium will be con- 
sidered for an unlimited amount of 
insurance. Another change in under- 
writing makes the benefit available 
to females from age 15 up to age 55, 
instead of age 50. 








Gleaner Life Writing 
New Family Group Plan 


Gleaner Life has announced a new 
participating family group plan. The 
plan provides individual permanent 
insurance protection for every mem- 
ber of the family. The standard “pack- 
age” plan consists of $5,000 preferred 
risk on the husband (whole life); $1,- 
000 whole life on the wife; $1,000 20 
pay plan or endowment at 65 on each 
child. The plan is completely flexible. 
Any amount of insurance or type of 
policy may be fitted into the family 
group. 

One monthly premium provides all 
the benefits. Additional children may 
be added to the plan by making appli- 
cation and paying the extra premium. 








Equitable Society has instituted an 
anti-polio inoculation drive designed 
specifically for 4,400 full-time home of- 
fice employes under age 40, but avail- 
able, on request, to employes over 40. 






















Loads of Advantages 


in American Casualty’s 


NE MAJOR HOSPITAL 
PROGRAM ! 


With all these advantages and 
many more is it any wonder that 
prospects jump at the opportunity 


‘to buy American Casualty Major 


Hospital Insurance? 


This new program is another step 
in maintaining a complete, com- 
petitive, up-to-date portfolio of Ac- 
cident and Health facilities that are 
attractive to producers and pros- 
pects. 


Learn how you can profit through 
American Casualty’s NEW Major 
Hospital Program . . . Write for 
complete details—TODAY! 


American 
Casualty Company 

















AMERICAN CASUALTY COMPANY 
Reading, Pennsylvania Dept. E 


Please send me details about your New 
Major Hospital Program. 


Peer m emer eee srereseee DIGIC ws reeee 


50 Branch Offices 


Coast to Coast 
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grow. 


PONG 


TIME OUT FOR A RECAP 


Where have you been; where are you now; where do you want to go? 
Many men who have been successful in insurance trace it to taking time out 
for a recap on occasion. Change is constant—you have to change with it to 


Western has always worked closely with its fieldmen. Helping them pros- 
per. Helping them with their changing problems. Helping them make the most 
of the abilities they have. You might want to sit in with us for a recap. You 
might profit from what we know. 
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what's morale, daddy? 


It is not easy to describe morale, because it is an intangi- 
ble something. Morale is the thing that makes a team 
come ack on the field at half-time and win a game. Morale 
is the winning habit, a feeling of success, a surge of ex- 
citement, the power to do a job well. 


American United men have that tingle of excitement in 
a large measure. They have the merchandise: full income 
protection on every front down to non-can income disa- 
bility, guaranteed renewable accident, sickness and major 
medical. They have the backing of a sales-minded, com- 
petitive home office staff. They have open channels of 
communications where ideas flow freely on a two-way 
street. They have what it takes to be successful. 








ican United Life 
R A> COMPANY 
CE: INDIANAPOLIS, INDIANA 





FLEXIBLE OPTIONS ¢ LOW NET COST SPECIALS 

UNIQUE JUVENILE GROUP INSURANCE ¢ GROUP RETIREMENT ¢ PENSION TRUSTS 

[EWABLE MAJOR MEDICAL ¢ NON-CANCELABLE DISABILITY 
GUARANTEED RENEWABLE HOSPITAL AND SURGICAL 

SPECIALISTS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 


ALL pee ; vous 











MILLIONS of PEOPLE 


The Sun Life of Canada, in 86 years of public service, has 


provided life insurance protection for millions of people. 


In 1956 the Company paid to policyholders and _ bene- 
ficiaries an amount exceeding $137 million, bringing to 
$3.1 billion total benefits paid out since the first Sun Life 


policy was issued. 


Over seven billion dollars of life insurance 


in force. 


SUN LIFE ASSURANCE COMPANY 
WORLD wibe OF CANADA 


SERVICE 


HEAD OFFICE 
MONTREAL 








Put in Bill to Revise 


Texas Department 

AUSTIN—Complete revision of the 
Texas board of insurance commission- 
ers along lines proposed by Gov. Dan- 
iel is contained in a bill introduced in 
the legislature last week by Rep. Bell 
of San Antonio. 

The bill provides for a three-mem- 
ber board to determine policy, rules 
and rates, with all administrative 
functions to be carried out by a com- 
missioner of insurance selected by the 
board. Members could have no con- 
nection with insurance beyond that of 
an insured or a beneficiary but each 
must have at least 10 years of busi- 
ness experience. The three members 
would be appointed by the governor 
with six-year overlapping terms. 

The present board of three full-time 
commissioners has been under re- 
peated attacks on charges that they 
have acted independently instead of 
as a board. 





To Renew Group Contract 
Despite 100% Loss Ratio 


Despite a 100% loss ratio, Occidental 
Life of California has renewed its 
group contract with Insurance Brokers 
Exchange of California, covering 
members for medical and hospitaliza- 
tion, but members over 40 years of 
age will have to pay higher rates 
while premiums for those under 39 
have been reduced as much as 38% 
under the previous plan. 

According to studies shown the 
trustees of the plan, 51.7% of the 
members participating are age 50 or 
more and 77.5% of the benefits paid 
during the past year were to this 
group. The loss ratio for dependents 
averaged 113.7% while the loss ratio 
for employes was 86.7%. Otherwise 
there is no change in the coverage or 
benefits. 


1956 Auto Deaths Cause 
$97 Million in Claims 


Motor vehicle fatalities in 1956 re- 
sulted in a record 45,000 life insur- 
ance death claims with total benefits 
of $97 million, up 3,000 claims and 
$7 million benefits, according to In- 
stitute of Life Insurance. These fig- 
ures reflect the greater number o 
traffic deaths. 











Convention Dates 





Mar. 
ment Conference, 
Chicago. 

Mar. 21-22, Society of Actuaries, eastern, Com- 
modore hotel, New York City. 

Mar. 24-29, National Assn. of Life Under- 
writers, midyear, Hotel Roanoke, Roanoke. 

Mar. 28-29, Life Insurance Advertisers Assn., 
eastern round table, Barbizon-Plaza hotel, 
New York City. 

Apr. 1-2, American Life Convention, regional, 
Andrew Jackson hotel, Nashville. 

April 11-13, Home Office Life Underwriters 
Assn., annual, Greenbrier hotel, White 
Sulphur Springs. 

Apr. 12-13, American Society of C.L.U.’s, exec- 
utive committee, Philadelphia. 

April 15-17, Life Insurance Agency Manage- 
ment Assn. A&S Meeting, Edgewater Beach 
hotel, Chicago. 

Apr. 18-19, Life Advertisers Assn., north-cen- 
tral round table, Drake hotel, Chicago. 

April 23-24, Zone II of National Assn. of Insur- 
ance Commissioners, Sedgefield inn, Greens- 
boro, N. C. 

April 28-May 1, U. S. Chamber of Commerce 
insurance department, annual, Washington, 
D. C. 


18-20, Life Insurance Agency Manage- 
Edgewater Beach hotel, 


April 29-May 1, Life Insurance Agency Man- 
agement Assn. Combination Companies Con- 
ference, Hollywood Beach hotel, Hollywood, 
Fla. 

May 2-3, American Life Convention, regional, 
Ambassador hotel, Los Angeles. 

May 6-7, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier hotel, White Sul- 
phur Springs. 

May 12-14, Life Insurance Advertisers Assn., 
southern round table, Edgewater Gulf hotel, 
Edgewater Park, Miss. 
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your Mutual 
Benefit 
) Life Man 





training 
pays off 
for 
everyone. 


99 


Most people realize they need life 
insurance. But few know what 
kind—or how much. That’s where 
weeks and months of specialized 
training and planning pay off— 
both for the client who gets more 
for his money—and the Mutual 
Benefit Life man who finds that 
planned insurance is easier to sell! 
It takes more time and effort, 

of course, but this training is a 
big reason why Mutual Benefit 
Life men like Donald L. Bowen 
of Niles, Ohio enjoy successful 
careers and their clients enjoy 
quality insurance programs. 


The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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Lutheran Brotherhood 
Opens New Agency 


Lutheran Brotherhood has estab- 
lished a new general agency at Cleve- 
land to serve seven northern Ohio 
counties under the direction of Walter 
L. Luecke. Mr. Luecke, a million dol- 
jar producer who ranked second 
among the Society’s 600 agents in 
1956, formerly was with Lutheran 
Brotherhood at Clifton, N. J. His new 
Cleveland agency will serve Cuya- 
hoga, Geauga, Lake, Lorain, Medina, 


W.O.W., Omaha, Nears 
$600 Million in Force 


a ‘ e e 
Woodmen of the World, Omaha, had 3 t } ene WA 


a gain of $8,406,000 of insurance in 
force during 1956, bringing its total ; 
in force to $598,203,000. Assets in- § T 
creased $5,125,795 to a total of $207,- 
005,787. Payments to members and & 
their beneficiaries totalled $8,443,000, . 
increasing benefits since the society 
was founded in 1890 to a total of $491,- 
500,000. 

Earnings from the society’s invest- 
ments in 1956 were the most favorable 


The American boy born in 1950 can expect to 


rtage, and the north half of Sum- ‘ : 
nf Saaty. since 1949. The net rate of return, on start working 4 years later, and be retired 3.5 
With Mr. Luecke are the following a net earning basis, was 342%. W.O.W. years earlier than his counterpart born in 1900. 


representatives: David D. Roehl, Don- 


a ae i eee eee But he will be working 9.8 years longer. Explana- 


1d Randolph, and Walter B. Wolfram. of savings in 1956 in the society’s his- : : ‘tes: ; ° 
Mr. Roehl and Mr. Randolph started tory. Savings distribution reached a tion to this apparent contradiction is that he will 
with Lutheran Brotherhood in 1955, new high of $2,200,000, much of which , live 17.3 years longer. The extra 9.8 working 


and Mr. Wolfram in 1945. Mr. Luecke 
is now interviewing men to fill other 
territories now without representa- 


was deposited with the society at in- 
terest or converted into paid-up life 
insurance, available without physical 


years will be necessary, because the proportion 
of those too young to work, and those retired 


tives in the agency. examination. from work, is increasing much faster than the 
Lutheran Brotherhood has about Howard M. Lundgren, W.O.W. pres- number of those working. 

$730 million of life insurance in force ident, in his annual report, called at- 

and in 1956 the Society’s benevolent tention to the new, improved plan in- Could some of us in the insurance industry be 

budget totaled $265,500, and included augurated last year for providing free — ger of undersellin g retirement insurance? 


138 scholarships in Lutheran colleges 
and seminaries, as well as_ other 
church-related activities. 





W.0.W., Omaha, Honors 
Youth Who Foiled Killer 


Eleven-year-old Johnny Herrington 











treatment to members afflicted with 
pulmonary tuberculosis. For 33 years 
the Society provided this treatment 
in its hospital at San Antonio, but BENE i] Cl A I | | IKE 
beginning in 1956 patients were cared 

for at hospitals nearest their homes is your 


that specialize in tubercular care, or CMiucian life insurance Company 


as out-patients. This free treatment is BENEFICIAL 








, without limitation as to duration or ; a ) 
/@ of Millen, Ga. received a Woodmen ost. David 0. McKay, Pres. Salt Lake City, Utah 
of the World of Omaha honor plaque Mr. Lundgren also outlined a not- : 
and citation for his heroism in foiling able progress the society has made in 
' a beserk killer. He was one of 52 the last year in expanding its fraternal 
1 life citizens honored for valor or outstand- work and civic projects. 
it ing civic service by the Woodmen. 
vhere The episode, to be portrayed on 
d Telephone Time over CBS television 
Ze 
March 3, occurred last year when a 
= murderer escaping a police net after | THE 46th ANNUAL STATEMENT @ The Farmers & Bankers Life Insurance Company 
10re killing a policeman the night before SHOWING CONDITION AS OF DECEMBER 31, 1956 
| invaded the home of Mrs. Vic- 
a toria Herrington and Johnny. Johnny ASSETS LIABILITIES 
rat wounded the killer in the hand with oe 1 : ne " Ps 
sell! a .22 rifle before being disarmed. The Cash in Bank .............cceeeeeee eee eees $ nai 2 Legal Reserve on Policies ................0. $35,987,547.15 
killer forced Mrs. Herrington and a. ‘a $ 4.879.018.71 8,454,061.52 Commissioners Security Valuation Reserve.... 296,290.39 
: Johnny to take him through the police & ee Ria ns a a sale hoe : iol 
a road block in the family car, but Mrs. hong Recanaigge ase Nae apse Lomo aeeon Unrealized Profit on Stocks...........:ssseeeeeeees 88,982.62 
fit Herrington turned the car Bg: Py Public Utility and Industrial... 1,597,059.20 Reserve to Provide for Fluctuation of Mortality 
toad and they escaped from the killer, |... nd Market Value of Assets............0+ 3,383,663.80 
rem who was shot and apprehended by —_ ae a 6 G redte ectoa wares cp pee 1,773,012.00 a : 
ul police pursuing the car. Cae ee 2. ey eee "355,080.00 Credits to Policyowners Left with Company on 
; Dr. Joseph M. Branch, Woodmen i aes og be aoe : econ Deposit at Interest..........cccccccsceseseseeseesesesees 1,158,311.27 
district manager, presented the plaque Home Office Property ........ 300,000.00 Taxes Payable itn 19STecccccccsscccscrecceceeeeeesou 188,225.00 
to Johnny at Sandersville, Ga. For Investment Purposes ..... ae Cdn Ritheenil Hee Dak ns Caimabeo 
R. E. Sales Contracts ........ 9,997.6 ims he 
W.O.W. Fills Legislative First Mortgage Loans ..........-4ss00eeeee: 27,454,400.02 on hates: eseaipey 86, EG. + «+00 +204+++° Cams 
Co. ey g i P. aoe Conventional. aa Premiums and Interest Paid in Advance...... 390,994.88 
i i and Veterans .......... 676. 
mmuittee Vacancies City Properties Conventional.. 25,259,593.62 Special Funds Payable to Policyowners in 1957 8,484.81 
parse pa cgi et aaihcom Tekepssiccal aa Seen All Other Liabilities 62,177.30 
of Woodmen of the World, Omaha, Loans Secured by Legal Reserves on Policies. . 2,786,348.90 ; j Pee Sd ee oes ae uaaieain 
aga oar oT of ae Interest Due and Accrued ............+0+++5 263,026.61 5a ca aa San ities 
Tex. oe aj Rage “rs PES ESE Saat A a enn ee 76,300.71 SUNDIOG Ra ccceeed cadets cddauepadsccmnavces 1,000,000.00 
orfolk, Va., have been appointed Net Premiums in Process of Collection........ 653,675.81 ere 
m i PPP AES . *“J*,* 
ee’ cae committer. Oe. Lee Total Admitted Assets ........066.00- $43,630,826.08 Total Liabilities...........0...00eee0+ $43,630,826.08 
ated by election of Robert L. Krik, : . : er K December 31, 
Littlefield, Tex. and J. O. Hollis, 1936, $36,896.17182, This nmcunt fe pore than requited bylaw. Tneurance in Force December 31, 1956, 
nae, Miss., to the society’s board. $137,996,620.00. Paid to Living Policyowners and Beneficiaries During 1956, $1,553,896.68. Paid to Living 
face xerengeag SA peer have long Policyowners and Beneficiaries Since Organization, $32,533,484.66. 
r ee en R. L. Burns, President ¢ Frank B. JacopsHacEN, Vice President-Secretary * J. H. Stewart, Jr., Vice President-Treasurer 
. — S 
Ohio Bill Asks License B k f 
hon he fan Diticinsat armers & Bankers Lite 
nc, bill has been introduced in Ohio INSURANCE COMPANY 
ae maid Sees Boos HOME OFFICE, WICHITA, KANSAS 


license of a foreign insurer which is 
two years delinquent in state taxes. 
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Metcalf Proposals Draw Support at N. Y. Hearings 


(CONTINUED FROM PAGE 13) 





helps hospitals defray deficits. 

Sidney Braverman of Martin E. Se- 
gal & Co., New York City consultants 
on welfare, health and pension pro- 
grams, presented a statement from 
Mr. Segal. Viewing the bills favorably, 
Mr. Segal set forth his answers to 
various objections raised by industry 
sources. The objections fail to recog- 
nize the demonstrated need for the 
kind of provisions the bills seek to 
incorporate into A&S policies, he said. 

Dr. George W. Melcher Jr., assistant 
medical director of Group Health In- 
surance, Inc., New York City, endors- 
ing the bills, said the legislation 
should apply not only to commercial 
and non-profit insurers but also to 
self-insurers, such as employer plans, 
union plans and jointly administered 
plans. 

Robert C. Husband Jr., vice-presi- 
dent of Hospital Service Corp. of West- 
ern New York, known as Buffalo Blue 
Cross, presented a statement from 
President Carl M. Metzger, who agreed 


in principle with the proposals but 
suggested four technical clarifications. 

Sen. Metcalf read into the record a 
letter from Dr. Morris A. Jacobs, com- 
missioner of New York City’s depart- 
ment of hospitals, who said legisla- 
tion to prevent insurers from termi- 
nating policies solely because of age 
is desirable and necessary. 

Filed with the committee, but not 
read, were endorsements from Henry 
L. McCarthy, commissioner of New 
York City’s department of welfare; 
Harold Riegelman, New York City at- 
torney; Dr. E. M. Bluestone, New York 
City physician; Robert L. Eckelberger, 
director of the workers medical and 
relief department of Endicott Johnson 
Corp.; and Rev. Msgr. Joseph F. 
Brophy, director of the division of 
health and hospitals of Catholic Char- 
ities Diocese of Brooklyn. 

Julius S. Wikler, first deputy su- 
perintendent of the New York depart- 
ment, appeared before the committee 
with the news that a statistical study 
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PMEMALICE 


COLUMBUS 


Licensed in: Calif., 0. C., Ill., Ind., lowa, Ky., Md., Mich., Minn., Mo., No. Car., Ohio, 
Pa., Texas, Va. 


‘GENERAL AGENT 
OPPORTUNITY 


Do your prospects come directly from your own 
effort, ability and imagination and not from office 
leads, your supervisor, your manager? 


Can you show others “how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve 
got, you'll do better with our proven competitive 
merchandising plans featuring dismemberment— 
lifetime income—top value income settlement 
option—and the premium payment plan of the 
future, Check-O-Matic. 

Can you inspire and show others “how to”? 


Do you enjoy competing with others? More 
important, do you compete with yourself? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top present and future 
dollars for your own personal “know how” and 
for your ability to show others “how to”? 


Highest lifetime service fee in the business to 
adequately compensate the career underwriter— 
fully vested renewals for 9 years—top Ist year 


office allowance—non-contributory pension 
plan—operating capital for new agents. 


Write, Wire, Phone 

FREDERICK E. 

HOWARD W. KRAFT, Vice President 
and Director of Agencies 
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is being made of the A&S field and 
should be completed later this year. 
Due to a shortage of actuarial help 
in the department, the industry has 
been invited to join in the undertak- 
ing. The invitation was accepted. A 
committee named by Superintendent 
Holz held its first meeting two days 
before the hearing, organized and 
drew up an agenda. 

Sen. Metcalf, indicating surprise at 
learning about this development, said 
he was sorry to receive the first word 
of it at a public hearing. 

Mr. Wikler replied that the depart- 
ment waited until it had some definite 
plans to report. The Metcalf group 
soon will be informed officially about 
the new committee and invited to 
join. He asked the legislators to wait 
until the next legislative session so 
the study can be completed and pre- 
sented to them. 

The department has no statement 
on the bills but does endorse the goals, 
Mr. Wikler said. 

Dr. Louis H. Bauer, chairman of 
United Medical Service, Inc., the Blue 
Shield plan covering 17 New York 
counties, said he favored the prin- 
ciples involved but opposed the bills 
in their present form. 

Other remarks in opposition to the 
proposals were made by John J. Rob- 
erts, counsel to Empire State Cham- 
ber of Commerce, who also filed 
statements against the bills in behalf 
of Commerce & Industry Assn. of New 
York and New York State Chamber 
of Commerce; Harris Goodman, repre- 
senting Amalgamated Insurance Fund 
and Amalgamated Cotton Garment & 
Allied Industries Fund, jointly ad- 
ministered employe welfare funds; 
Whitman Daniels, public relations di- 
rector of Associated Industries of New 
York State, Inc.; Linwood L. Meach- 
am, vice-president of Columbian Mu- 
tual Life of Binghamton; and Moses 
G. Hubbard, general counsel of Com- 
mercial Travelers of Utica. 

A statement cpposing the bills was 
submitted by Miss Susan F. McTighe, 
secretary of the policy contract com- 


mittee of Paul Revere Life, for Orvi}, 
F. Grahame, vice-president and gen. 
eral counsel. 

Sen. Greenberg of Manhattan, a com. 
mittee member, asserting that it 
seemed generally agreed the ideas jp 
the bills were good, wanted to knoy 
why no one from the industry woul 
tell the committee how to put th 
ideas into effect. All the committ, 
hears, he said, is the argument thy 
the proposals will cost a lot of money. 

A couple of witnesses slated to tes. 
tify had departed by the time they 
names were called—probably becayg 
it was nearly 7 p.m. 

With Sen. Metcalf at the committe 
table was Frank van Dyke of Colup. 
bia university’s school of public health 
and administrative medicine, wh 
served as project administrator og 
the study on which much of the bilk 
was based. 

The gist of the insurance comp. 
nies’ opposition to the bills was re. 
ported in the March 1 issue of 
THE NATIONAL UNDERWRITER. Ind 
views were presented to the comnit- 
tee by John H. Miller, vice-president 
and senior actuary of Monarch Life 
Gerald S. Parker, A&S secretary of 
Guardian Life, and J. Henry Smith, 
vice-president and executive assistant 
of Equitable Society, all of whom ap- 
peared for American Life Convention, 
Health Insurance Assn. of America and 
Life Insurance Assn. of America. 





Lincoln National Declares 
Dividend of $1.05 a Share 


Lincoln National Life has declared 
a cash dividend of $1.05 payable in 
three quarterly installments of 3 
cents each, as follows: May 1 to stock- 
holders of record April 10; Aug. 1 to 
stockholders of record July 10, and 
Nov. 1 to stockholders of record Oct. 
10. 





Some 400 top producers in the life 
insurance business in St. Louis met- 
ropolitan area were honored recently 
at a luncheon of St. Louis General 
Agents & Managers Assn. 
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1. Liberal commissions and life-time service fees. 


2. A substantial training allowance with ALL the tools for 
profitable agency building—including ¢ career compen- 
sation plan for new mene basic and programming 
schools © success-proven training courses © business and 
tax seminars ¢ check-o-matic aad premium deposit plans 
e special college senior plan. 


| plus Complete line, low-cost life, accident, sickness and hospitalization policies. 


Wa rer H. HveEnt, ‘President 


Arno.p Bere, C. L. U., Agency Vice-President 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutval—Established 1905 


INDIANAPOLIS 7, INDIANA 


AGENCY OPPORTUNITIES in Fla., Ill., Ind., lowa, Ky., Mich., Minn., Mo., N.D., Ohio, S.D., Texas, W 
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HOME OFFICE CHANGES 








Paul Revere Life 

W. Douglas Bell, general manager 

for Canada since 1953, has been ap- 

pointed vice-pres- 
ident. He -joined 
Paul Revere in 
1949, becoming a 
member of the 
home office legal 
staff that year and 
assistant counsel 
in 1951. He retains 
his Canadian gen- 
eral managership. 

Gordon W. New- 
ell, who joined in 
1945, becoming a 
member of the 
A&S underwriting 
staff the next year, 
has been appointed assistant superin- 
tendent of that department. 

Allan E. Johns and James J. Mellor, 
who joined in 1948 and 1947, respec- 
tively, have been appointed superinten- 
dent and assistant superintendent of 
group underwriting, in that order. 





W. Douglas Bell 


General American Life 


William R. Mead manager of the se- 
curities department for General Amer- 
ican Life, has been promoted to treas- 
urer, succeeding Henry F. Chadeayne, 
who resigned recently to become ex- 
ecutive director of KETC, an educa- 
tional television station at St. Louis. 
Mr. Mead joined the company in 1956, 
and before that was with Moody’s In- 
vestors Service at Chicago where he 
specialized in life insurance invest- 
ment accounts, and with Glore Forgan 
& Co., Chicago investment bankers. 


American Life of N. Y. 


Dr. Frank A. Fraser has been ap- 
pointed medical director of American 
Life of N. Y. He is a visiting surgeon 
at St. Clare’s hospital at New York and 
St. Joseph’s hospital in Far Rockaway, 
N.Y 


John S. Thatcher, underwriting spe- 
cialist of Equitable Society, has been 
named manager of American Life’s 
underwriting department. 


Berkshire Life 


Colin MacFayden has been appointed 
personnel director. He has been staff 
assistant in the secretary’s department 
since joining Berkshire in 1955. He 
entered the business with Connecticut 
General in Pittsfield in 1954. 


Bankers Life of Nebraska 


John Alden, with Bankers Life of 
Nebraska for 20 years, has been named 
assistant comptroller. In addition to 
his new responsibilities, he will con- 
tinue as manager of the general ac- 
counting division. 


Guardian Life 


John C. Slattery, superintendent of 
agencies for A&S since 1953, has been 
appointed 2nd 
vice-president and 
will be responsible 
for administration 
of sales division 
activities in the 
home office. Mr. 
Slattery spent sev- 
en years in the 
newspaper field 
before entering the 
insurance business 
with Guardian 
Life as editor of 
its field magazine 
in 1926. He was 
responsible for ad- 





J. C. Slattery 


Texas, Ws i vertising and pub- 
icity for many years, and was ad- 
vanced to agency secretary in 1940. He 





was agency director in charge of sou- 
thern and midwestern agencies from 
1943 until 1948, when he became di- 
rector of public relations. 


Standard of Oregon 


Three members of the home office 
staff of Standard of Oregon, all with 
the company for a number of years, 
have been promoted. John S. Hook has 
been advanced to vice-president. He 
is group actuary. David E. Lowrie has 
been named assistant vice-president 
and mortgage loan manager, and 
Ralph Niles has been named assistant 
vice-president and actuary. 


American United Life 


Three appointments have been 
made to the American United Life 
home office staff: 

James H. Hughes, who has been in 
the group field for 10 years, has been 
named pension sales manager. John 
W. Ballenger has been appointed home 
office underwriter after five years in 
that field, and Dale Humphrey joins 
the mortgage loan department as field 
representative for Indiana. 


Gulf Union Life 


_ John D. Griffiths, assistant super- 
intendent of agencies of Jefferson 
Standard Life, has been appointed ex- 
ecutive vice-president of Gulf Union 
Life of Baton Rouge. He has been 
with Connecticut Mutual and Provident 
rag since entering the business in 


Acacia Mutual Life 


Edward O. McHenry Jr. has been 
appointed director of the newly- 
created advanced 
underwriting unit 
set up to develop 
bu siness insur- 
ance and _ other 
types of advanced 
underwriting. Pri- 
or to joining Aca- 
cia, he was admin- 
istrative assistant 
for six years at 
the Philadelphia 
agency of North- 
western. A gradu- 
ate of the Whar- 
ton school, he has 
been co-chairman 
of the Philadelphia supervisor’s com- 
mittee of General Agents & Managers 
Assn. for the past two years. 


Guaranty Savings Life 


Robert E. Igleheart, secretary and 
treasurer since 1952, has been pro- 
moted to executive vice-president. 
Gentry A. Martin, assistant secretary 
for two years, has been promoted to 
secretary of Guaranty Savings Life of 


Montgomery. 


John Hancock 


Daniel J. Brady, analyst in group 
research since 1950, has been ap- 
pointed assistant director of A&S. He 
has been with John Hancock since 
1946. 


Teachers 


George T. Conklin Jr., vice-president, 
director and finance committee chair- 
man of Guardian Life, has been elected 
a trustee of Teachers Insurance & An- 
nuity. 


Equitable Society 


R. I. Nowell, vice-president since 
1951, has been advanced to vice-pres- 
ident and economist. An economist 
with the federal farm board before 
joining Equitable Life in 1937, he was 
appointed manager of the company’s 
farm mortgage department and in 
1944 was named a 2nd vice-president. 

Clarence B. Metzger, 2nd vice-pres- 


E. O. McHenry Jr. 


ident since 1949, has been elected vice- 
president in charge of the newly- 
formed department of agency and man- 
agement training. He started with the 
company in 1924, becoming assistant 
treasurer in 1940. In 1944 he was 
placed in charge of agency training. 


William W. Bainbridge, D. D. Ed- 
munds, David H. Harris, Morten D. 
Miller, Edward A. Robie and Ralph 
M. Thykeson were elected 2nd vice- 
presidents. Mr. Bainbridge, manager of 
salary savings since 1952, joined the 
company in 1937. Mr. Edmunds, since 
1954 field vice-president of the south 
central department with headquarters 
in St. Louis, has been with Equitable 
since 1925. Mr. Harris, who joined 
the company in 1946 and has held 
actuarial posts, in 1955 was named a 
manager of a methods research group 
which became a department last year. 
He will remain in charge of Equita- 
ble’s electronic data processing sys- 
tems. Mr. Miller, with Equitable since 
1937, has held actuarial posts. He is 
a fellow of the Society of Actuaries. 
Mr. Robie joined the company in 1953 
and soon became personnel director. 
He had perviously been legislative as- 
sistant to U. S. Sen. Smith of New Jer- 
sey and a personnel officer of Lee 
Paper Co. Mr. Thykeson, who started 
with Equitable in 1927, rose through 


the ranks of the Grand Rapids agency, 
became field vice-president in charge 
of the north-eastern department in 
1953, with supervision also of the New 
York metropolitan department since 
1955. 


Life & Casualty of Tenn 


Harry E. Nelson, director of public 
relations since 1955, has been elected 





H. E. Nelson 


Homer Blitch 


assistant vice-president. Homer Blitch, 
group consultant, has been promoted 
to sales manager of the group life 
division of Life & Casualty of Tenn. 
Their pictures were not available when 
their promotions were first reported in 
the March 1 issue of THE NATIONAL UN- 
DERWRITER. 








the insured. 


PAID-UP BENEFIT 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


“WE PAY AGENTS LIFETIME RENEWALS 





Pays up to $7,500 of medical expense. 
(Age 65-75 aggregate maximum—$7,500) 


Renewable to age 75 solely at the option of 


$250-$500 deductible; 80-20 co-insurance. 
If you know the staggering man, you know why 
everyone needs major medical protection. 


"A Star in the West..." % 


THE STAGGERING MAN 


DO YOU KNOW THE STAGGERING MAN: 
A short time ago he walked briskly down the 
street, shoulders back, 
on his lips. But now—he walks with an uncertain 
step, his shoulders slumped, a worry wrinkle on 
his brow. Why? He is staggering under the burden 
of major medical expenses. 


head high, and a whistle 


But why stagger? Many persons today are protect- 
ing themselves against such expense with Occiden- 
tal’s new Major Medical Plan. These features: 










AFTER AGE 75. 








Nt pcidental 


THEY LAST AS LONG AS YOU DO!" 
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State Mutual Life Pan-American Life 
James G. Smith, until recently re- CHANGES IN THE FIELD ee see 
gional manager for All American Life - H. Gale Smit, 
& Casualty, has a training super. 
been appointed visor for Shenap. 


manager at Min- 
neapolis. He brings 
to State Mutual an 
insurance exper- 
ience dating from 
1947, when he 
started with Penn 
Mutual at St. 
Cloud, Minn. He 
later joined Mu- 
tual Benefit, was 
named assistant 
manager for Bus- 
iness Men’s Assur- 
ance in 1951, and 
later transferred to Minneapolis as dis- 
trict manager. He is a past state pres- 
ident of the Internaional Assn. of Ac- 
eciden & Health Underwriters and a 
past president of the Minnesota State 
Exchange Clubs. 





4. G. Smith 


Prudential 

Henry O. Shor, brokerage manager 
at Miami since 1952, has been appoint- 
ed ordinary manager at Baltimore. Be- 
fore joining Prudential, he was head 


of his own general business for a num- 
ber of years. 

Joseph V. Carino has been promoted 
to district manager at New York to 
succeed Salvatore Barbera, who as- 
sumes charge of another district in the 
same city to fill the vacancy caused by 
the continuing illness of Philip Sch- 
wartz. Mr. Carino joined the company 
in 1946, advancing to staff manager in 
1951 and to training consultant in 
1956. Mr. Barbera, district manager 
since 1953, joined the company in 
1983, and was made staff manager in 
1949. 

George K. Hoefling, who has held 
sales and management positions with 
the company since 1941, has been ap- 
pointed district manager at Hazleton, 
Pa. A staff manager since 1944, he was 
advanced to agencies service represen- 
tative in 1953. 

A new district has been established 
at Danbury, Conn., with Edward L. 
Cassidy as manager. The new agency, 
which has a branch at Norwalk, will 
serve territory formerly covered by 
the Stamford district. Mr. Cassidy, 





established? 


3. happily married; 


preferred). 


Statement to: 


investigated. 





How YOU can 
FINANCE PREMIUMS 


Would you like the opportunity to sell a 
top company’s Life and Disability Plan to: 


e Medical Students 
e Dental Students 
e Veterinary Students 


e Engineering Students 


... and be able to fully finance their premiums until they are 


A seasoned group of experts—with solid financial backing—have 
successfully sold millions to this market. We are ready to expand 
and will offer you this same opportunity plus a full agent’s con- 
tract with a major life company if you are: 


1. between the ages of 25 and 40; 


2. in absolutely A-1 financial condition; 


4. a well-established producer; and 

5. now located in one of the major-college cities: Chicago, 
Cincinnati, Cleveland, Detroit, Indianapolis, Louisville, 
Miami, Philadelphia, or St. Louis. 

(Experience in selling to students and professional men 


This is a proven plan for building a tremendous clientele if you 
can qualify. When you reply, send a recent photo of yourself 
together with your experience background and a brief financial 


Box S-97, The National Underwriter 
175 West Jackson Blvd. 
Chicago 4, Illinois 


All replies will be held in strictest confidence and will be rigidly 








who joined Prudential at Danbury in 
1926, becoming staff manager two 
years later, was advanced to manager 
at Lowell in 1936 and transferred to 
Worcester in 1943. 

Riley A. Vantine has been promoted 
to manager of Prudential at Grand 
Rapids, succeeding Wilson F. Peeler, 
who has been appointed director of 
agencies in the Minneapolis regional 
home office of Prudential. Mr. Vantine 
joined the company at Detroit in 1930, 
was advanced to assistant manager in 
1936, and promoted to associate man- 
ager at Detroit in 1955. 


Washington National 


Tom Power has been appointed gen- 
eral agent at Houston for Washington 
National. He has been in life insurance 
in Houston since 1953, and until his 
appointment he had been general 
agent there for another life company. 


Occidental Life of California 


Gerald E. Bushman has been ap- 
pointed assistant branch manager in 
the company’s Whittier, Cal. branch 
office. Mr. Bushman has been with 
Occidental Life as an agent through 
the Whittier branch. 


Franklin Life 


Ira B. Shortt has been appointed re- 
gional manager in western North Car- 
olina for Frankli 
Life with head- 
quarters at Char- 
lotte. Mr. Shortt 
for the past 10 
years has been 
with Mutual of 
Omaha in Texas, 
Oklahoma, at the 
home office inthe 
sales training de- 
partment, and 
most recently as 
manager for 13 
counties in the To- 
peka, Kan. area. 





1. B. Shortt 


Carl N. Drake has been appointed 
general agent for 
Franklin Life at 
Topeka, Kan. He 
formerly was with 
Jefferson Standard 
Life and in 1956 
personally pro- 
* duced $2 million of 
_ business. His work 
- at Topeka will in- 
clude personal 
— production and the 
- establishment of a 
second general 
agency there for 
Franklin. 





Carl N. Drake 


Union National Life 


Jerry Cole has been appointed new 
state director for Union National Life 
of Lincoln in Wyoming. Mr. Cole en- 
tered insurance a number of years ago 
with Fidelity Union Life at El Campo, 
Tex. His Wyoming headquarters will 
be at Casper. 


New York Life 


Donald K. Olney has been named 
manager of the new upper Michigan 
office at Saginaw. He has been with 
New York Life since 1946, and for- 
merly was associate manager of the 
Saginaw sales office. 


Manufacturers Life 


Alvah B. Adam, in the business since 
1945, has been appointed brokerage 
manager at Philadelphia. Before join- 
ing Manufacturers, he was in manage- 
ment and brokerage. 





H. G. Smith 


doah Life 

1956, has been ap- 
pointed genera] 
agent at Charles. 
ton, W. Va. He en. 
tered the life bugj. 
ness in 1946 

in 1949 joined Pilot 
Life. 


Old Line of Milwaukee 


Edward D. 


Constantine has 


appointed general agent for Old Line 
Life of Milwaukee for several counties 
in southeastern Minnesota with offices 
at 1004 Marquette avenue, Minnea 

lis. Mr. Constantine started in the life 
business in Minneapolis in 1947 with 
Reliance Life and went with Lincol 
National when the latter took ove 


Reliance in 1952. 


In another change Old Line Life 
appointed Robert N. Black as genera] 
agent at Davenport, Ia., for nine coun. 
ties in southeastern Iowa and one 
county across the Mississippi river jp 
Illinois. Mr. Black has been in insur. 
ance for eight years with Bankers Life 
& Casualty and New York Life. 


Pacific Mutual Life 


George J. Carter has been named 
manager at Cleveland for Pacific Mu- 
tual Life. A native of Ohio, Mr. Carter 
started with Pacific Mutual in 194 
and later advanced to agency super- 
visor for the Farrell agency at San 


Antonio. 


In another Pacific Mutual appoint- 
ment Robert F. Biery was named man- 
ager at Pittsburgh. He has been with 
the company since 1953 and in 1955 
was advanced to agency supervisor. 


Life of Virginia 


Rosaire T. Carrier and Ben G. Cros- 
land have been appointed managers 
of a new district office at Ft. Lauder- 
dale, Fla., and a new ordinary agency 
at Knoxville, Tenn., respectively. Mr. 
Carrier, who started in the life busi- 
ness in 1946 with Prudential, joined 
Life of Virginia in 1953 and was pro- 
moted to associate manager a year 
later. Mr. Crosland, who entered in- 
surance in 1935, was with Prudential 


for 19 years. 


Metropolitan Life 

William A. Scoglund with Metropol- 
itan Life for 33 years, has retired as 
manager at Elkhart, Ind. He had been 
manager there since 1947. 


New England Life 


Arthur Babian and Cash D. Bond Jr, 
have been named sales directors at 
the Buda agency of New England Life 


in Detroit. 


Phoenix Mutual Life 


Maurice E. Lescroart, formerly field 
supervisor, has been appointed mana- 


M. E. Lescroart 





ger of the Houws- 
ton agency of 
Phoenix M u tual 
Life. A former 
Texan, Mr. Les 
croart joined the 
company in 1954 
as a salesman at 
Brooklyn. Late 
he was selected 
for 
training and was 
graduated in 1955 
from the compa- 
ny’s home office 


supervisors training school. Since that 
time he has received additional supel- 
visory experience at Phonix Mu 

agencies in Newark and Bridgeport, 
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Ohio State Life 


David S. Isis and Harry Cooper have 
peen appointed general agents for Ohio 









David S. Isis 
State Life at Washington, D. C., and 


Harry Cooper 


Chicago, respectively. Mr. Isis has 
been in insurance for several years, 
the last four with New York Life 
where he was a top producer. He spe- 
cializes in estate planning, business 
and group insurance. 

Mr. Cooper entered the life business 
with Prudential, and since 1955 was 
division manager with Murphy Agen- 
cy of Prudential at Chicago. Mr. Coop- 
er’s new agency for Ohio State, located 
in Chicago’s Insurance Exchange 
puilding, will specialize in brokerage 
business. 


Manhattan Life 

gieri Samuel J. Jones 
has been appoint- 
ed general agent 
at Minneapo- 
lis. Before joining 
Manhattan Life, 
he was with Aetna 
Life. He started in 
sales work in 1948 
with Chrysler 
Corp. in Detroit, 
becoming district 
ma sales manager and 
S. J. Jones business manager. 


General American Life 

Frank A. Fernandes has been ap- 
pointed assistant brokerage manager 
in General American Life’s St. Louis 
agency. He formerly was an assistant 
manager for Metropolitan Life at St. 
Louis. 
Aetna Life 

Stuart M. Place has been appointed 
assistant general agent of the South 
Bend (Ind.) agency of Aetna Life. He 
joined Aetna in 1951 at South Bend as 
an agent and later was promoted to 
supervisor. 
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N. Y. Life Offers 2 Lifetime A&S Policies With Level Benefits 


New York Life has introduced a 
lifetime guaranteed renewable hospi- 
tal expense policy and a guaranteed 
renewable senior hospital expense 
policy, which provide lifetime cover- 
age that remains unchanged during 
continuance of the policies. 

Both policies, under which premi- 
ums are payable for life, are guaran- 
teed renewable as long as insured or 





Capitol Life of Denver 
Approves Stock Trade 


Stockholders of Capitol Life of Den- 
ver have accepted an offer by Asso- 
ciates Investment Co. of South Bend, 
Ind., for a stock trade which transfers 
all Capitol Life stock to Associates 
Investment. 

It previously was reported that the 
exchange will involve 2,500 outstand- 
ing shares of Capitol stock and 85,000 
shares of $10 par value common stock 
of Associates traded on the basis of 
one Capitol share for 34 Associate 
shares. 

Clarence J. Daly, who will continue 
as Capitol Life president, said that 
although ownership had transferred, 
the previous Capitol management 
group would continue, and all com- 
pany home office activities would re- 
main in Denver. The Colorado insurer, 
which operates in 14 western states 
and Hawaii, employs approximately 
350 persons in the home office, plus 
field representatives. 


Mr. Daly called attention to the $940 
million combined assets of Associates 
Investment and subsidiaries, saying 
that they would contribute substan- 
tially to Capitol Life’s plan for ag- 
gressive growth and sales activity. 

Four executives of Associates In- 
vestment were added to the board of 
Capitol Life. Robert L. Oare, chairman 
of Associates Investment, William 
F. Gaunitz, president of Associates, 
Thomas F. Jones, director of research 
and development for Associates and 
Thomas F. Shortall, executive vice 
president, Emmco Ins. Co., the casu- 
alty subsidiary of Associates, are now 
members of the Capitol Life board. 

Mrs. Thomas F. Daly, widow of the 
founder of Capitol Life, has retired 
from the board after having been con- 
nected with the company for nearly 
52 years, and the other directors were 
reelected. 


One Cent Shares Offered 
by New Investors Group 


WASHINGTON—American  Provi- 
dent Investors of Dallas has filed a 
statement seeking the registration of 
50 million shares of its one cent par 
common stock with SEC. 

The firm proposes offering the stock 
to the public at $2 per share, and using 
proceeds to acquire life, fire, casualty 
and title insurance companies, and 
other businesses, and to organize busi- 
nesses. An estimated $80 million would 
be realized from the stock sale. The 
underwriter will receive a commission 
of 40 cents or 20% per share. 

The 22 directors of the company 
have been granted options to purchase 
4.4 million shares at the proposed of- 
fering price. J.D. Grey of New Orleans 
is chairman, John S. Tanner of Dallas 
is vice-chairman, and C.L. Edmonds 
of Houston is president of the com- 
pany, which was organized under Del- 
aware law last year. It has not yet 
commenced business, but plans to do 
so through offices to be established in 
Atlanta, Birmingham, Denver, Hous- 
ton, Kansas City, Kan., New Orleans, 
Memphis and Tampa, and Dallas. 





spouse, if a covered family member, is 
living. Premiums depend on age at 
issue and remain level after issue. The 
company can change rates for broad 
classes of policyholders, however. 

Dividends may be used to reduce 
premiums. But future cost levels are 
difficult to foretell, particularly at the 
older ages. 

As far as New York Life is aware, 
no other company now provides on a 
guaranteed renewable lifetime basis 
the benefits of this magnitude at the 
older ages where medical costs are 
high due to the greater frequency and 
longer duration of illnesses, according 
to James T. Phillips, senior vice- 
president and actuary. 

The lifetime policy will be issued at 
ages 18 to 60 and provides the same 
level of benefits as contained in the 
current A&S 56 hospital expense poli- 
cy, which terminates on the anniver- 
sary nearest the 65th birthday. The 
new policy’s hospital and surgical 
benefits include hospital confinement 
for a maximum of 365 days, additional 


hospital confinement benefits for ma- 
jor surgery, miscellaneous hospital ex- 
penses up to a maximum of 15 times 
the daily hospital benefit, surgical op- 
eration expenses, maternity and polio- 
myelitis benefits. 

Benefits under the senior policy, 
which is issued at ages 61 through 75, 
are less than provided by the lifetime 
policy due to the higher cost of medi- 
cal care under policies issued at the 
older ages. Senior policy benefits in- 
clude daily hospital benefits payable 
for a 60-day maximum and miscel- 
laneous hospital expense benefits pay- 
able up to a maximum of 10 times the 
daily hospital benefit. Also included 
are additional hospital confinement 
benefits for major surgery, for surgi- 
cal operation expenses and for polio. 

Both policies contain a $25 deducti- 
ble. The policies have been in the 
process of development for a year. 
The A&S 56 hospital expense policy 
will continue to be available and a 
rider providing lifetime coverage will 
be offered until the end of the year. 
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Where the convention season 
FL THE 
Of 


The Greenbrier offers an outstanding 





Z 


location for your next convention. 
The newly completed, air-condi- 
tioned West Wing provides meeting 
rooms for groups up to 1000 and in- 
cludes such features as a brand new 
auditorium with a 42 foot stage, the 
latest P.A. systems and projection 


equipment, a theater with Cinema- 


Scope screen, and superb arrange- 
ments for banquets. Don’t overlook 
either, the marvelous sports and rec- 
reational facilities, the courteous 
service, comfortable guest rooms and 


wonderful dining that have made 





The Greenbrier world-renowned as 
For complete information, address: 

Charles L. Norvell, Director of Sales, The 
Greenbrier, White Sulphur Springs, West 
Virginia, or inquire of reservation offices at: 
New York, 17 East 45th Street, 

MU 2-4300; Boston, 73 Tremont 

Street, LA 3-4497; Chicago, THE 
77 West Washington Street, e 
RA 6-0625; Washington, D. C., 

Investment Bldg., RE 7-2642. 


America’s Informal Business Capitol. 





WHITE SULPHUR SPRINGS + WEST VIRGINIA 
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New Ill. Director 
Greeted by 800 
at Chicago Rally 


Representatives of the insurance in- 
dustry of Illinois turned out 800 strong 
Tuesday to welcome their new direc- 
tor of insurance and the return of the 
state to active regulation of the busi- 
ness. Assistance and support were of- 
fered Director Joseph S. Gerber by the 
chief officers of the seven producer 
organizations sponsoring the meeting 
at Chicago and pledges of full cooper- 
ation were made by three neighboring 
commissioners—Palmer of Indiana, 





Director Joseph 
S. Gerber of Illi- 
nois, photographed 
by Harry H. Full- 
er, midwest mana- 
ger of National 
Bureau of Casual- 
ty Underwriters, 
at the luncheon 
honoring Mr. Ger- 


ber in Chicago last week. From Mr. Gerber’s left are Commissioner Joseph A. 
Navarre of Michigan, vice president of NAIC, and the Indiana commissioner, Al- 


den H. Palmer. 
Bennett of Iowa and Navarre of Mich- 
igan. 

The luncheon meeting constituted a 
more or less formal official welcome 
to Mr. Gerber. It was sponsored by 
Insurance Brokers Assn. of Illinois, 
Illinois Assn. of Insurance Agents, 
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MANAGERS WANTED 


for Georgia, Florida, Alabama 


Key positions in field management are now available to 
qualified men in these states, just recently entered by 
our progressive company. If your present opportunities 
are limited you should consider an association with us 


because: 


@ 50 years of sound operation 


@ Excellent sales plans 


@ Modern package sales and merchandising 


@ Advertising support 


@ Comprehensive agent training program 


@ Unlimited financial possibilities 


Opportunities in many other states too—if you can qualify. 


Our Field Men know 
about this advertisement. 


175 W. Jackson Blvd., Chicago 4, Ill. 


Write at once to Box S-98, 
c/o The National Underwriter 








Agency Management Opportunities 
in 


Birmingham and Minneapolis - St. Paul 


Rapidly growing insurance organization writing life and health and acci- 
dent (over $400,000,000 in force) has openings in Birmingham, Alabama 
and the Minneapolis-St. Paul area of Minnesota for men 30 to 45 with a 
college background and life insurance experience to open new agencies. 
Top contract with first and renewal overriding commissions, pension 
group insurance, vested renewals, and expense allowance given. 
Financial help given in early years. Office and secretary provided. 
Liberal agents contract, agent financing and Home Office training make 
recruiting and agency building easy. 

If you are interested in management and desire to build an agency for 
yourself this is the opportunity you have been looking for. All replies will 
be held confidential. Write today to Box S-94, c/o The National Under- 
writer Company, 175 West Jackson Boulevard, Chicago 4, Illinois. 


plan, 











WANTED 

President or Executive Vice-President. Newly 
formed southern Legal Reserve Life Insurance 
Company needs experienced life insurance ex- 
ecutive to head company. Excellent chance for 
a No. | man looking for a No. | spot. Salary 
open, Stock option available. Write giving 
your complete history and qualifications. Ad- 
dress Box T-8, c/o The National Underwriter Co., 
175 W. Jackson Bivd., Chicago 4, Ill. 











WEST COAST 
REGIONAL AGENCY DIRECTOR 


with outstanding record soon available. Inter- 
ested in connection with progressive Life (and 
A & S) Company. Present Co. knows of this ad. 
Address Box T-!0, c/o 

The National Underwriter Co. 
175 W. Jackson Blvd. Chicago 4, Ill. 








Insurance Federation of Illinois, Chi- 
cago Assn. of A.&H. Underwriters, 
Chicago Assn. of Life Underwriters, 
Illinois Assn. of Life Underwriters, 
and the Chicago Board. John Siewers, 
president of the brokers association, 
was chairman of the luncheon commit- 
tee and acted as master of ceremonies. 

Mr. Gerber was greeted enthusias- 
tically by the audience; the entire tone 
of the event was optimistic. The three 
visiting commissioners indicated clear- 
ly that they were happy to participate 
in a welcome to Mr. Gerber and they 
asked the insurance representatives to 
give him full support. Mr. Navarre, 
who is vice-president of National Assn. 
of Insurance Commissioners, said the 
large attendance and good will shown 
at the luncheon will help further the 
cause of regulation in Illinois. He 
called it a personal tribute to Mr. 
Gerber, and remarked: “With the 
Damocleon sword of federal regula- 
tion hanging over our heads, we need 
Illinois in our (NAIC) ranks.” 

The remarks of congratulation and 
offers of cooperation were made by 
Carl Lindstrom, Travelers, for Illinois 
Assn. of Life Underwriters; Nels Ul- 
seth of Bronson-Dennehy-Ulseth agen- 
cy, for the Chicago Board; Harry Full- 
er of National Bureau of Casualty 
Underwriters, for Insurance Federa- 
tion of Illinois; John Sonin, Central 
Standard Indemnity, for Chicago Assn. 
of A.&H. Underwriters; D. A. Kauf- 
man, Northwestern Mutual Life, Ev- 
anston, for Chicago Assn. of Life 
Underwriters; Joseph F. Prola, Spring- 
field, for Illinois Assn. of Insurance 
Agents, and Mr. Siewers for the brok- 
ers. 

Mr. Gerber said the members of the 
Illinois department are determined to 
serve the industry and the public in 
accordance with the insurance laws, 
employing a regulation that will be 
“dispassionate, equitable, unbiased, 
objective and in the best interests of 
the public.” 

Remarking that he has heard that 
there are people in the business who 
believe a weak insurance department 
is for the best interests of the indus- 
try, Mr. Gerber said those people 
should prepare for federal interven- 
tion and federal regulation of insur- 
ance. “I would rather deal with 48 
directors and commissioners who come 
from all walks of life and from every 
geographical area in the United States 
than with one man in Washington, 
D.C., who would have the ultimate 
power to decide issues effecting local 
problems of rates, claims, taxes, and 
licensing matters,” he declared. 


Ohio Lawmakers Study Bill 


for Credit Union Insurance 


A bill has been introduced to the 
Ohio senate to provide for the pur- 
chase of insurance for Credit Union 
members to the extent of their share 
balance, but not to exceed $1,000. 

Other bills heard in the Ohio legis- 
lature were proposals to raise from 
$300 to $1,000 the amount of insurance 
on an old age recipient exempt from 
lien by the state and to lower to 10 
persons the limit which may be cov- 
ered by group life. The limit now is 
25 and the policy value limit is 20/40. 


Gleaner Life Moves 4 
Into New $1 Million 
Home near Detroit 


Gleaner Life has moved from De. 
troit to a new $1 million headquarte, 
in nearby Birmingham, Mich. The ney 
building is on a 2% acre site at 169 
North Woodward avenue. One wing og 
the T-shape building has been leasej 
to an advertising firm until the §p. 
ciety needs it for expansion. 

The lower level of the new build 
houses boilers, gas-fired hot water 
furnaces, stock, supply and mailing 
rooms, an all-steel modern kitchen, , 
large dining room and cafeteria, and 
agent’s assembly and classroom, files, 
publication and printing offices. Dum) 
waiters carry the supplies to areas ag 
needed. 

The first floor is furnished with 
steel desks and posture chairs, 4 
mechanized card system and open file 
have been installed. The 130 double. 
pane windows that surround the build. 
ing are screened with white fiber glas 
drapes. The second floor houses the 
executive suites including board room, 
library, a visitor and staff lounge. The 
new building will be dedicated in mid. 
April. 





Occidental Inaugurates 
First Electronic Policy 


Occidental Life of California inav- 
gurated this week in Los Angeles what 
it describes as “the insurance indys- 
try’s first electronic life insurance pol- 
icy.” 

The new policy form, which is a 
result of two years of study, will en- 
able the company to eliminate all of 
the hand-typewritten data, substitut- 
ing electronic printing equipment c- 
pable of producing more than 600 
words per minute. The new electronic 
printing equipment will be operated 
in connection with a newly-installed 
IBM 650 computer that will calculate 
rates and make thousands of other 
selections and “decisions” formerly 
made by technical and clerical work- 
ers. 


“This new procedure will enable us 
to reduce from hours to minutes the 
time necessary to issue 95% of our 
policies each day,” Horace W. Brower, 
president, said. “The new policy forms 
have been completely rewritten with 
an eye towards simplicity and ease 
of understanding. “Policy language, 
which for years has provided fodder 
for comedy writers, has been short- 
ened and simplified. Not a ‘whereas’ 
‘hereinafter,’ or ‘hereunder’ will be 
found in the new forms that might 
confuse the policyowner,” Mr. Brower 
said. 

Work is also under way on a simi- 
lar application of this system to the 
bulk of Occidental’s A&S policies. The 
planning is well along to enable the 
company to utilize its equipment also 
in its group premium and commission 
accounting, as well as mortgage loan 
operations. 

Additional, more powerful equip- 
ment is on order to be used in other 
accounting and statistical areas of the 
company’s operations, Mr. Brower said. 





Hit Conn. Savings Bank Life Bill 

A bill introduced in the Connecticut 
house would raise the limit of savings 
bank life insurance from $3,000 to 
$5,000. It is opposed by Connecticut 
Assn. of Insurance Agents because 
many of its members sell life insut- 
ance and by Connecticut Assn. of Life 
Underwriters. 
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Illinois Leaders 
Draw 600 to Chicago 
Seminar of Sales 


Illinois Leaders Round Table en- 
joyed a sell-out house of some 600 
life agents at its sales seminar in Chi- 
cago last week, an event that more or 
less marked the debut of a new era 
for ILRT, which is vigorously pushing 
itself as a prestige organization of top 
producers. 

A panel of six speakers—all from 
Illinois and all million dollar or multi- 
million dollar producers—told the big 
turnout in the Prudential assembly 
hall “not how they did it but how 
they’re doing it.” The panelists came 
to the conclusion that to write a mil- 
lion it takes genuine sincerity, willing 
service, and almost an indelible fixa- 
tion with the value of prospecting. 
George S. Severance, Ohio National 
Life agent at Chicago who wrote more 
than $4 million on 75 lives in 1956, 
told the seminar that unless the im- 
portance of prospecting is thoroughly 
ingrained in an agent, he will thought- 
lessly pass up chances to capitalize on 
certain situations. Mr. Severance was 
riding in a golf cart at 13th tee and 
bumped into another golfer. This col- 
lision—an unexpected situation—even- 
tually led to $650,000 in insurance. 
This golfer’s estate through the years 
had grown into a taxable monster yet 
he had failed to set up an insurance 
program in keeping with the size of 
his estate. 

& ‘J . 

Other speakers were John Christo- 
pher, New York Life, William D. Dav- 
idson, Equitable Society, Roy D. Si- 
mon, Penn Mutual Life, all of Chicago; 
Louis Fish, Mutual Benefit Life, Joliet, 
and Paul W. Cook, Mutual Benefit 
Life, Chicago, who skillfully moderat- 
ed the panel. 

The seminar was sponsored jointly 
by Illinois Leaders Round Table and 
Chicago Life Underwriters Assn. Dave 
Dawson, Home Life of New York, Chi- 
cago, the 1957 president of the Illinois 
Round Table, spent some three months 
arranging for the precisely-time sem- 
inar which offered two hours of sales 
tips in rapid succession. 

* e e 

Mr. Fish entered the business with 
New York Life at New York City but 
soon decided he would sooner repre- 
sent his company out in the midwest 
when his general agent transferred to 
Peoria. So he more or less picked 
Joliet, Ill., out of the air and settled 
down, went to work, and made good. 
His story indicates that “you don’t 
have to be a native son to be a suc- 
cessful life agent—a stranger can come 
to town and do as well.” 

When Mr. Fish got to Joliet he lined 
upi'a prospect list from old birth rec- 
ords and then traveled around town 
in city buses visiting his prospects. 
He also joined clubs and began par- 
ticipating in civic projects. This strat- 
egy combined with a real attitude of 
Sincerity soon resulted in an annual 
production of $1 million and over. Mr. 
Fish now has about 200 clients and 
Says he can continue to write at least 
a million a year by just servicing and 
keeping in contact with his established 
clientele. He also keeps good records 
and makes at least 18 calls a week. 

Sincerity, according to Mr. Fish, 
seems to be the keystone to success 
in insurance, especially so in smaller 
cities. Mr. Fish also pointed out that 
Sincerity is not a quality that can be 


Tehearsed. It has to be spontaneous 





This panel of million and multi-million dollar producers addressed the Chica- 
go sales seminar last week of Illinois Leaders Round Table. They are, left to 
right, George S. Severance, Ohio National Life; Roy D. Simon, Penn Mutual Life; 
William D. Davidson, Equitable Society; Paul W. Cook, Mutual Benefit Life, 
the moderater, all of Chicago; Louis Fish, Mutual Benefit Life, Joliet, IIl., —_ 
John Chrostopher, New York Life, Chicago. 


to be genuine, he said. It doesn’t do 
much good to learn all about the pros- 
pect and his children so you can act 
out a sincerity angle because people 
quickly recognize “canned sincerity,” 
Mr. Fish said. 


Mr. Cook, the moderater, pointed 
out that before you can “sell a farmer 
anything” you got to have something 
interesting enough to “get him down 
off the straw stack,” and it is evident 
that Mr. Fish has been successful in 
getting Joliet down off the straw stack. 

Mr. Simon is convinced that service 
is the way to write a million a year. 
He continually offers cheerful service 
but doesn’t fail to throw in some win- 
dow dressing along with the service. 
Practically every piece of paper he 
gives a prospect or client has his name 
on it, “sometimes in big gold letters.” 
Every client of his gets a policy in a 
nice leather folder and that folder, of 
course, has Mr. Simon’s name on it. 

Mr. Simon presents insurance as a 
financial road map leading to an ob- 
jective of security. 


Mr. Davidson believes it is very im- 
portant for a successful agent to adopt 
a professional attitude. In so doing an 
agent must be very jealous of his time 
and not hesitate to let his prospects 
and clients know that his time is val- 
uable and that he, as an agent, is of- 
fering the prospect service very sim- 
ilar to the service offered by a doctor 
or a lawyer. Mr. Davidson said clients 
rarely dispute the counsel of doctors 
and lawyers, probably because of the 
professional attitude. He pointed out 
that the people likewise will rely on 
the counsel of a good life agent if the 
agent has elevated himself to the pro- 
fessional level. 

Mr. Davidson also insisted that an 
interview with a prospect or client 
has to be conducted in a quiet place 








C.LT. Financial Names 
Dow Finance Chairman 


Charles W. Dow, who recently re- 
signed as president of Equitable Soci- 
ety after a year in the post, has joined 
C.I.T. Financial Corp. at New York as 
finance committee chairman and a di- 
rector. 

Mr. Dow will direct securities invest- 
ment activities of the corporation and 
its subsidiaries and will have other 
general executive responsibilities. Sub- 
sidiaries include Service Fire, Service 
Casualty and Patriot Life, all of New 
York. 

He joined Equitable as a securities 
analyst in 1953 and became senior vice- 
president in charge of the investment 
department in 1953. He was named a 
director in 1954. His resignation, it was 
stated, was due to differences with the 
board on matters of organization struc- 
ture. 


without interruptions. He said that he 
writes about 75% of his business in 
his own office. Moderater Cook was 
amazed at this and asked Mr. David- 
son how he possibly was able to get 
75% of his clients to come into his 
office and “place themselves on the 
sacrificial block.” Mr. Davidson replied 
that he merely asked the prospect to 
do this and they seemed happy to 
oblige. 
* * * 

Mr. Christopher outlined how he 
gradually switched from a lower to 
higher income level clientele, and thus 
began writing over a $1 million worth 
of insurance a year. Although Mr. 
Christopher made a switch, he made 
certain that “my pride did not pro- 


hibit me from selling a $1,000 policy.” 
Mr. Christopher goes to luncheons a 
lot, not only insurance luncheons, but 
preferably gatherings of men from 
other businesses who often make good 
prospects with a good income. He 
has developed considerable influence 
among his business men friends and 
seldom hesitates when he has a chance 
to go to social activities with these 
men. 





More Reports Given of 
Record 1956 Business 


(CONTINUED FROM PAGE 4) 
on mean assets, after investment ex- 
penses but before federal income tax- 
es, was 3.55%, up .09%. The yield 
after federal income taxes was 3.27%, 
up .06%. Net investment income was 
$195,589,154, up $10,514,817. 

Long term investments made in 
1956 consisted of $308,143,554 in 
bonds, down $107,855,124; mortgage 
loans of $286,511,678, up $11,906,397; 
real estate of $21,754,846, up $3,563,- 
499; and preferred and common stocks 
of $19,457,504, down $39,596,373. 

Assets at year’s end consisted of 
$3.3 billion in bonds, $1.8 billion in 
mortgage loans, $435 in preferred and 
common stocks and the remainder in 
such assets as real estate and policy 
loans. 

The number of branch offices rose 
to 193, up 15. There were 6,015 agents, 
up 487, and 8,817 employes, up 321. 








ACTUARIES 
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CALIFORNIA 





ILLINOIS (cont.) 











COATES, HERFURTH & 














CHASE CONOVER & CO. 

























RINTYE, STRIBLING 
& ASSOCIATES 


Consulting Actuaries—Insurance Accountants 
Pension Consultants 


William-Oliver Bldg. 
JAckson 3-7771 


Atlanta 











GA. VA.=-N.Y. 


BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 


RICHMOND ATLANTA NEW YORK 
nes 



































ILLINOIS 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone CEntral 6-1288 
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Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, 


Harry S. Tressel, M.A.LA. Irma Kramer 
_. Wolfman, F.S.A. Wm. P. Kelly 
A. 





Illinois 








- Moscovitch, "ES.A. D. W. Sneed 
lwood 
FRanklin 2-4020 















ENGLAND Consulting Actuaries 
Consulting Actuaries and Insurance Accountants 
San Francisco Denver Les Angeles “one Michigan Aves 2-357! wel a 
GEORGIA IND. & NEB. 
"| 


Haight. Davis & Haight, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 

Indianapolis - Omaha 
















MISSOURI 


NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 


———___—- 
——— 


NEW YORK 




























Consulting Actuaries 

Auditors and Accountants 

Wolfe, Corcoran & Linder 
116 John Street, New Yeris, MN. Y. 














WASHINGTON & 
CALIFORNIA 








Milliman & Robertson 
Consulting Actuaries 


914 Second Ave. 400 Montgomery St. 
Seattle 4, Wash. Sem Francisco 4, Calif. 
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Henrion Sees No ‘57 
Business Decline at 
ALC Regional Meet 


Walter S. Henrion, vice-president 
and treasurer of Woodmen Accident 
& Life, addressing the regional meet- 
ing of American Life Convention at 
Milwaukee, predicted that the supply 
and demand of capital funds would be 
in fairly close balance for the rest of 
1957. He said that it is reasonable to 
assume no precipitous business de- 
cline in 1957. 

Mr. Henrion, who is chairman of 
the ALC financial section, spoke at 
the first afternoon session of the two- 
day meeting at the Schroder hotel to 
more than 125 top life insurance exec- 
utives representing some 53 member 
companies of the convention. 

The major factor in the economic 
picture, Mr. Henrion said, is the antic- 
ipated increase in captial expenditures 
by industry of about 11% over the 
1956 figure as indicated by a recent 
McGraw-Hill survey. It was this type 
of spending which held up the eco- 
nomic curve during 1956 despite turn- 
downs in housing and the auto in- 
dustry. 

Commenting on other important fa- 
vorable factors, Mr. Henrion pointed 
out the 3% increase in department 
stores sales for the first two months of 
1957 and the anticipated high rate of 
government spending at both federal 
and municipal levels. 

” e . 

The Federal Reserve index of in- 
dustrial production at the end of Jan- 
uary this year stood at 146, 2% higher 
than the figure for January of last 
year and we are still essentially in a 
full employment economy, although 
unemployment is up slightly over last 
year. With continued stable employ- 
ment, the current rate of personal in- 
come is about the same as for the 
1956 fourth quarter rate of $333 bil- 
lion, which compares most favorably 
with the first quarter rate of 1956 of 
$317.5 billion. 

Noting the unfavorable factors in 
the economy, he declared that the av- 
erage of all farm product prices have 
now dropped to 80% of parity, the 
lowest level reported since World War 
II. In addition, indications are vhat 
housing starts will drop to well below 
the 1 million mark. 

Mr. Henrion also pointed out a few 
other indications of soft spots in the 
economy ... railroad carloading for 
the week ending Feb. 23 down 7.3% 
from the preceding week and down 
8.8% from the figure of a year ago... 
machine tool new orders in January 
lagged far behind the huge inflow of 
last year. And still production cur- 
tailments are appearing in the Pitts- 
burgh and Youngstown areas. 


Nat'l Monetary Commission 
Urged by Company Groups 


(CONTINUED FROM PAGE 1) 
many years, he said, and without pre- 
judging either the necessity or de- 
sirability of important changes, it is 
the belief of the two company organ- 
izations that it should be made by 
persons competent to determine the 
possibility of improvement. He ex- 
pressed the hope that such a study 
will be conducted by those both in 
and out of government who are well 
versed in the subject, who are es- 
pecially fitted for the task by broad 
experience in the field, and who are 
determined to reach wholly objective 
conclusions. 

Congress, Mr. Shanks said, has an 
obvious interest and_ responsibility, 


and doubtless will want to participate 
in such a commission. The commis- 
sion should also include a substantial 
number of qualified private citizens 
to bring to the commission the broad- 
est possible experience in this field. 

The life insurance business, he said, 
has long recognized the need for care- 
ful study of the operation of the fi- 
nancial system and during the last 
10 years has made research grants of 
more than $1 million to non-profit re- 
search organizations and universities 
to finance basic economic research on 
the functioning of the financial sys- 
tem. 

Among the institutions conducting 
this research are National Bureau of 
Economic Research, Columbia univer- 
sity, the Wharton school of University 
of Pennsylvania and Emory univer- 
sity. 

“I am confident that this research 
will be helpful to the monetary com- 
mission if it is created, and we strong- 
ly urge that it be created,” he said. 


STOCKS 


By H. W. Cornelius Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, March 5, 1957 






















Previous Current 
Week’s Bid Bid Asked 

TID | vce ccsessicsssnsasetsrescets 176 180 
Beneficial Standard .. x 17% 18% 
83 Bid 


Cal.-Western States . > 
Colonial Life ............. = 89 93 


Columbian National ... 8142 «83% 
Commonwealth Life ... 1934 20% 
Connecticut General ... 256 260 
Continental Assurance 115 120 


Franklin Life ........... = 93 95 


Great Southern Life 17 Bid 
NE I  esisccsssscseotonssesis 27 28 
Jefferson Standard . 88 90 
Kansas City Life ..... 1065 1085 


Life & Casualty .... 





Life Insurance Investors .... 14 144% 145% 
Life of Virginia 98% 9642 99 
Lincoln National .................. 213 208 212 


National L. & A. oe 83 84 86 





North American, II1. ............ 18 18 19 
N. W. National Life .............. 85 88 92 
Ohio State Life. .................+ 278 273 283 
Old Line Life ............ 58 57 60 
Republic National Life - 38% 38% 40 
Southland Life ..................00 82 81 87 
Southwestern Life . 91 90 95 
TRE SOE Se! 73 73% 75 
SEERA NOME Saoescouocnio ecctceucice 22% 22 23 
VU. S. Life ..... 26% 26% 27 
West Coast Life ..... 44% 45%2 4712 
Wisconsin National ............... 54 54 57 


COURT UPHOLDS WIDOW’S PLEA 





Rules Income Tax Debt Can't Be Taken 
From Husband's Life Insurance 


LOUISVILLE—A Cincinnati federal 
court last week knocked down an at- 
tempt by federal tax collectors to at- 
tach the life insurance proceeds of a 
Kentucky widow under the claim that 
her husband died owing the govern- 
ment $32,777.51 for income tax and 
penalties. 








Institute Shifts Ad Program 


to Hit Inflation Menace 
(CONTINUED FROM PAGE 1) 
nickel we save. The other side is the 
feeling of independence and well- 
being that comes from knowing that 
we have a nest egg that is growing. 

“The life insurance companies are 
suggesting this action to millions of 
Americans through a_= series of 
messages appearing in newspapers 
throughout the country at this time.” 

This advertisement also calls upon 
employers and employes to do their 
share to make every dollar received a 
dollar earned. It counsels reduction in 
government spending. 

The symbol of the campaign will be 
“the extra nickel” and it will appear 
in various situations in all advertise- 
ments. 

The campaign will run in 530 news- 
papers with a total circulation of 41 
million. Six messages will be pub- 
lished in each newspaper, in sizes 
varying from 1,750 agate lines (about 
three-quarters of a page) to 600 lines 
(two full columns). One “platform” 
advertisement, containing the theme 
of the program and a reproduction of 
one of the newspaper advertisements, 
will run in Time, Newsweek, and U.S. 
News & World Report. 

The closing paragraph of each ad- 
vertisement will make this statement 
on behalf of the companies: 

“One hundred six million policy- 
holders have made life insurance 
America’s most widely used form of 
thrift. In the interest of these policy- 
holders—in the interest of all of us— 
the life insurance companies feel they 
have a duty to help preserve the pur- 
chasing power of the dollar.” 


The case involved Dr. Milton J. 
Stern, Lexington, Ky., who died ip 
1949 leaving 17 insurance policies of a 
total value of $60,255 to his wife. At 
the time of Mr. Stern’s death, the feg. 
eral government had a claim against 
him for $32,000 for alleged income 
taxes and penalties, for the years 1944 
through 1947. 

The government proceeded with its 
attempts to attach the insurance money 
and in early 1956 was successful in 
getting a judgment in its favor from 
tax court judge J. E. Murdock, despite 
many previous dcisions in which jt 
was ruled that life insurance payable 
to a beneficiary should not be attached, 

In the Cincinnati decision, which re. 
versed the judgment of the tax court, 
Judge Thomas F. McAllister of the fed. 
eral appellate court said: “There is qa 
positive moral obligation upon a hus- 
band to protect his wife against destj- 
tution, by providing insurance for her 
in case of death. After paying insur- 
ance premiums for 30 years to insure 
that his wife will be preserved from 
suffering and want, it would be con- 
trary to public policy and inhuman to 
let creditors whose claims arose sub- 
sequently to the execution of the poli- 
cies of insurance to snatch from the 
widow, after the husband’s death, the 
cash surrender value.” The court add- 
ed: “In this case the government is in 
no better position than any other cred- 
itor.” 


Allot Mont. Recodification Funds 

A bill in Montana appropriating 
$25,000 to recodify the insurance laws 
has passed both houses without a dis- 
senting vote and has been signed by 
Gov. Aronson. 


Quaker City Life has declared a 
semi-annual cash dividend of 50 cents 
a share and a stock dividend of 5%, 
both payable April 1 to holders of rec- 
ord March 15. 


A total of 28 Occidental Life of Cal- 
ifornia agents hold official positions in 
local associations for the year 1956-57, 
according to National Assn. of Life 


Underwriters. 








Figures from Life Companies’ Year-End Statements Shown 































Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 
Assets Assets holders 1956 31, — in — 7 7 ee 
$ 
American General Life ......000....... 50,946,990 20,662,888 5,000,330 80,557,035 376,525,299 123,006,980 8,706,688 2,498,578 ue 
American United Life . .. 127,823,583 3,834,688 12,105,853 172,584,009 742,659,742 81,566,876 14,374,679 10,329,632 16,206, 
Baltimore Life ............. 60,864,250 4,210,803 4,026,426 61,323,935 318,181,563 25,930,113 10,721,802 4,006,117 8,67: — 
Bankers Life, Ia. .  846/268-174 57,914,602 57,646,887  329,809,6071 2,643,097,743 174,285,059 101,336,270 61,362,671 —-90,367,84 
Canada Life ou... 551,984,689 36,094,612 35,099,816 448,919,3512  2,537,146,902 309,556,640 63,260,819 38,744,784 mene 
Central Standard Life . 101,255,785 2,599,770 13,177,387 41,812,808 359,082,311 5,218,105 8,586,762 5,383,937 oy 
Commonwealth Life .. 128/064.806 12,266,563 13,315,347 198,348,244 _ 1,005,059,574 © 109,586,033 24,381,538 6,040,587 ‘16, - 
Cuna Mutual, Wis. ...... 18,510,644 3,477,296 3,003,250 124,725,360 -2,918,697,613 566,610,755 21,267,681 —17,906,3 19,7 m4 
Durham Life, N. C. .... . 63,809,678 4,116,761 13,053,125 65,537,193 294,240,537 21,180,833 9,644,741 2,926,753 7,495, 
Equitable Life, D. Cy ....secsssssssssse 97,509,144 8,278,342 8,468, 57,114,533 24,290,894 13,294,320 1994, por 
Equitable Society 0.0.0... 8,472,819,242 425,105,228 537,160,600 2,911,256,673  28,384,585,729 3,056,053,589 974,036,998 680,421,415 1,201 a 
Farmers & Bankers Life ............ 43,630,826 2,339, 5,472,646 14,504,386 137,996,620 5,846,6 3,619,160 1,563,511 ae 
Farmers & Traders Life ............ , 39,186,397 2,321,376 2,188,370 15,885,745 160,598,268 8,919,609 4,206,914 _ 1,557,808 ae 
Farmers New World Life . 35,657,648 1,939,213 2,187,440 40,897,089 169,055,648 21,986,403 4,148,984 2,115,719 Beh 
Fidelity Union Life «0.0.00... 34,661,589 3,878,175 4,800,000 += 120,025,084 323,434,062 63,619,560 (7,471,102 1,670,722 5 as 
Golden State Mutual Life, Cal. 12,733,794 1,367,171 2,151,239 =. 28,527,122 105,814,472 11,740,886 5,625,0 1,545,105 4,7 
Great National Life ....0........ssssss 33,240,504 2,922,873 2,229,564 14,557,335 169,556,520 4,334,321 4,767,182 1,736,127 1 
Hoosier Farm Bureau Life ; ,067, 4,381,556 2,350,723 27,874,653 161,811,611 18,427,530 6,733,826 2,437,752 nr 
Independence L. & A. occ 5,998,361 1,163,647 3,440,931 14,806,727 28,582,980 6,671,041 5,784,201 2,130,761 ae 7 
Iowa Life 27,583,146 4,670,783 2,875,902 46,332,133 283,730,168 23,742,576 5,791,454 1,423,077 2,9: i 
Jefferson National Life ............... 17,265,870 2,169,455 2,248,649 31,616,423 150,275,993 18,941,122 4,507,353 —_1,359,01 3 
Liberty National Life ... .-- 210,170,951 24,065,881 16,261,137 245,704,273 1,170,204,373 125,711,206 46,345,634 11,100,442 01S 
Monumental Life ...... 191,230,991 13,725,747 24,043,923 131,469,511 930,687,560 61,399,346 28,061,305 8,738,088  —_ 19,482, 
Mutual Life, N. Y. .... 2,520,909,306 45,480,387 217,969.176 655,661,364 5,743,411,238 383,987,983 172,348,330 154,346,551 230,562,752 
North American Life ......... 239,716,530 21,190,120 11,592,454 181,201,589 1,078,492,618 137,557,496 31,425,362 15,470,415 23,359,7 
North American Life, Chgo. 42,040,371 2,480,010 3,453,111 —‘61,238,3462 259,086,360 35,921,153 6,947,542 2,728,535 5,660,5' 
Northern Life, Canada .. 37,333,211 2,833,783 222, 38,392,977 223,719,207 26,025,044 4,571,352 1,957,154 4,024,233 
Paul Revere Life ........ccccccssesssseeoe 128,703,591 13,671,478 34,960,201  128,224,8214 571,544,357 93,339,788 34,852,109 15,017,675 26,9058 
Peoples Life 110,101,476 8,045, 8,304,484 131,180,760 592,580,691 46,434,934 19,284,939 6,340,081 15,126; “4 
Phoenix Mutual Life ................... 752,747,888 36,640,786 51,968,151 210,010'310 _—*1,618,243,197 136,436,804 63,351,910 42,753,201 7a 
Security Life & Accident, Colo. 41,187,147 3,040,045  4/359,244 $8,950,872 474,753,610 71,233,272 _9,998,1 4,745,265 ssi 
Security Mutual Life ............. 102,087,529 6,026,376 6,000,507 47,000,920 517,570,341 —42,284,553 21,801,064 13,435,851 20,101 - 
Southern Life, N. C. .... .. 20,374,287 5,021,521 2,071,826 =: 70,695,578 161,637,061 17,166,975 5,705,248 1,396,210 4,556, 
Sovereign Life, Canada .. 32,290,574 2,226,409 28,949,732 23,538,114 165,703,702 18,237,199 5,409,464 1,734,238 3,323,08 
State Mutual Life, Mass. 597,839,6: 36,992,621 46,367,632 293,024,983 2,359,308,901 191,392,996 66,354,202 43,246,734 65,854, ts 
Union Life, Va... 18,550,116 1,414,085 4,515,483 30,519,815 100,413,130 4,738,520 5,234,765 1,758,315 4,342, 
Union Mutual Life . 91,446,947 905,945 7,947,143 127,766,610 700,776,776 129,558, 22,365,553 14,971,271 21,498, 
United Benefit Life ... 265,834,570 21,852,639 31,171,932 226,972,059 1,610,875,321 —22,732,521 41,049,828  13,956,99 27,004,290 
United L. & A. wee... ,366,7: 2,230,102 3,240,103 36,004,023 226,410,239 ,529,2 685,948 1,983,373 3,890,08 
Universal Life, Tenn. 14,786,928 1,060,430 3,054,975 47,107,894 97,904,185 3,996,213 4,453,605 1,171,085 3,934, 
Volunteer State Life... 65,319,561 3,454,613 7,144,254 "163 515,024,387 80,507,734 10,376,201 4,809,216 + —9, 460,818 
New business figures do not include revivals and increases except for the following: 1$74,488,449; °$64,324,956; °$14,406,068; 4$31,577,465. 
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“Unfortunately, Your Highness, we ran into a little problem on the matter of the beneficiary” 


You don’t have to sell a Sultan to encounter a 
special problem or an out-of-the-ordinary situa- 
tion. The Provident Mutual agent meets them 
regularly. And that’s where he derives an im- 
portant secondary benefit from his L.U.T.C. and 
C.L.U. training. Besides increasing his fund of 


specific knowledge, that training equips him to 
approach the unusual situation with far greater 
confidence, soundness and chance of success. 
That’s why Provident Mutual encourages its 
career agents to undertake—and profit from— 


L.U.T.C. and C.L.U. courses. 


Provident Mutual 


Life Insurance Company of Philadelphia 








“TL believe that a multiple-line connection is im- 
portant to any agent because you never have to turn 
away from a prospect after one ‘No’ answer. If he is 
not interested in Casualty insurance, I can switch 
my line of presentation to Fire or Marine. If he is 
not interested in Life insurance, I can talk about 
Accident or the Business lines. The beautiful part 
about multiple-line is that one does not need to 
change his story. I can start with The Travelers and 
continue to impress on the prospect the name of one 
of the largest insurance companies in the world. If 
I had to talk about a different company on each line 
of insurance, I would have to resell the prospect 
constantly during the interview. 





Mr. Mittarp T. Wuson, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 
Please send me further information concerning 
Travelers Multiple-Line Representation. 


Name asec 
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LS Se ene eee Stale 


“Think wabtiplo-line 
ropowotation it the fined 
investment any agent con wake 


says Kenneth H. Martin of Enid, Oklahoma 
representing The Travelers since 1948. 





“TI have frequently said that no higher job goal 
can be attained than having a multiple-line agency 
with The Travelers. I think the prestige and the 
ease of doing business in this manner offer an un- 
beatable combination of dollars and cents value and 
personal satisfaction. That is why I say that repre- 
senting The Travelers with a multiple-line franchise 
is the finest investment that any agent can make.” 

It will take a very small investment of your time 
to get details of the kind of multiple-line representa- 
tion that Kenneth Martin and thousands of other 
Travelers agents are enjoying. Why not get in 
touch with the nearest Travelers branch office or 
general agency or send us the attached coupon. 








HARTFORD 15, CONNECTICUT 
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including Life « Accident « Group « 
& Automobile + Casualty « Fire « Bonds 
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All forms of personal and business insurance 






